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You can’t do better than Kinzua! With Kinzua “Quality Guaran- > Bid 
teed” Ponderosa Pine, you'll furnish your customers the finest E> Seatt 
Ponderosa Pine lumber you can buy! > Eli 


, ' ‘ me Chica 
For over 23 years every foot of Kinzua Pine has been sold “Quality = §=eRor 


Guaranteed.” Kinzua has been able to do this because it (1) comes s 66-1; 
from select timber from Kinzua’s own tree farm, (2) is 100% scien- S Atlan 
tifically kiln dried, (3) is 100% stored and loaded under cover, (4) cre: 
is scrupulously graded in accordance with Western Pine Association : 
erading standards. 





In addition. Kinzua has year after year kept their mill equipment 5 Memt 
and methods modern and up-to-date. Kinzua is a _ progressive Assoc 
organization. S Publis) 

| BERM 
So—for top quality Ponderosa Pine products Kinzua should be your Re 
No. 1 source. Start the New Year right! Make your next order— pb dent ~ 


a Kinzua order. 
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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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IMPROVEMENTS 


help YOU 
increase YOUR sales 
this Fall and Winter. 





Each day you delay means sales you won't 
make but could if PRACTICAL HOME 
IMPROVEMENTS were working for you. HS 

It's a tried and proven booklet. New! Eye- page 
catching! This 24-page booklet is available pape 


& ECONOMY 
for your distribution to bring customers 10 YOUR HOME 


into your store prepared to buy the prod- Do aR EE 
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It's filled with practical ideas, suggestions, ocean es 


hints, etc. for home modernization, main- 
° PRICE LIST ON “PRACTICAL HOME IMPROVEMENTS” 
tenance and decoration. A sample copy 


100 250 500 1000 
° . . PI | 
will be sent you for your inspection. Write MUR WR oscssaniacsvestvenssseswensites $15.00 $33.00 $60.00 $100.00 


for one now. Plan II 
Books with 9''xI2'' plain envelopes i 35.50 65.00 110.00 


. Plan Ill 
And the cost is low—only a few cents per Books with three-line imprint on cover... 19.50 38.50 66.50 108.50 


customer. It reaches your customers under Plan IV ee 
Books with three-line imprint on cover 


your own name and address on the cover. and plain envelope 20.5 41.00 71.50 118.50 


Plan V 
‘ “ ‘ _ Books with three-line imprint on cover 
Don't miss this great advertising opportu- and envelope with store return imprint.. 25.50 46.00 76.50 124.50 


° ° Write for quantity prices of more than 1000. 
nity. Order ee oe today. Use the If imprint is not the same for all copies on your order, there will be a 


convenient order blank below. slight additional set-up charge. 


American Lumberman 

139 No. Clark Street 

Chicago 2, Ill. 

Gentlemen: 

The Fall and Winter Merchandising Program sounds good to us. 


copies of the "Practical Home Improvements" book under Plan 
(If imprint is to be used, please enclose with order. If logo is to be used, please 


enclose “an ae = oo P a '@) R D b R fe) U R 
eck or money order is enclose . SUPPLY 
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WASHINGTON REPORT 





Dangerous Days: Events, moving fast in Asia, 
brought the expected Presidential proclama- 
tion of a national emergency. This created no 
new executive powers of a spectacular kind; 
for the actions following swiftly after the 
proclamation were based upon laws already 
in existence. But it was intended, among other 
things, to shock any remaining national com- 
placency. 


Office of Defense Mobilization: Immediately after 
issuing the proclamation, the President signed 
an executive order establishing a powerful de- 
fense- mobilization agency and appointing 
Charles E. Wilson, president of General Elec- 
tric and one-time Chairman of the War Pro- 
duction Board, as Director of the new agency. 


Director Wilson has been given the greatest 
powers ever held by a war-production chief. 
He is said to have written his own ticket. He 
reports directly to the President; with no 
screening, supervising or appellate agency, 
such as the OWM, between him and Mr. Tru- 
man. It’s commonly said in the capital that 
the Wilson powers are second only to the Tru- 
man powers. 


From the Executive Order: “The director shall, 
on behalf of the President, direct, control and 
co-ordinate all mobilization activities of the 
executive branch of the Government, including 
but not limited to production, procurement, 
manpower and transportation activities.” In 
addition to these things, the director is to issue 
such orders on policy and operations of the 
Federal agencies and departments as may be 
necessary to carry out the programs developed, 
the policies established and the decisions made 
by the director. 


The Mobilization Office will have control of. all 
priority and allocation functions and powers 
previously assigned to various other agencies. 
These controls had been scattered up and down 
the Avenue among a lot of departments and 
agencies; and few people who had followed 
the priority-allocation struggles during the 
late war thought this loose arrangement had 
even an outside chance to do its stuff. 


The new agency changes rather completely the 
operating pattern set up last September. There 
were and are able administrators in that hastily 
improvised affair. But with poor tools they 
didn’t have much of a chance. There were un- 
a\ dhe misunderstandings over jurisdiction, 

er policy tangles, over divided authority and 
so on, far into the night. Or so we hear via } ae 
grapevine. 


Ope ating changes under the new Mobilization 
Oilice, so this page is told, are to be largely 
matters of co-ordination and speed. With. bet- 
ter organization tools the men in charge can 
reaily do their work. At least let us hope... 


BUILiiNG Propucts MERCHANDISER 


The Wilson appointment is subject to confirma- 
tion by the Senate. 


Auto Price Freeze: The Administrator of Eco- 
nomic Stabilization promptly rolled back the 
prices of automobiles to the December first 
levels. This followed refusal of several big 
manufacturers to refrain voluntarily from 
raising prices. The rollback applies officially 
only to manufacturers’ prices; but it’s quite 
probable that most and probably all retailers 
will go along. Many new 1951 models have al- 
ready been sold; but ESA says these buyers 
will not be entitled to rebates. 


Wage and salary freezes for 900,000 auto woulets 
followed in course, under the law. At this 
writing the Wage Stabilization Board hasn’t 
filed its recommendations; but it probably will 
have done so before you read these lines. 


The freeze under the ESA order, will continue 
in effect until March first; allowing time for 
a formal review of the car industry’s costs, 
prices and profits. This order is expected to 
be followed by a lot of others in basic indus- 
tries; in a general action described by the 
United Press as the Government's “big move 
against skyrocketing prices.” Steel, copper, 
aluminum, nickel, lead, tin, zinc and rubber 
are said to be next in line. 


Fair standards, so the White House has said, will 
be set for wages and prices in other lines; and 
business will be asked to observe these stand- 
ards as voluntary ceilings. Failure to do so 
can and probably will be followed by com- 
pulsory controls and rollbacks. 


Playing for keeps, this time; seems like. Along 
with the rest, expect some cuts in the per- 
mitted production of consumer goods; in a 
lot of lines. Some of these reductions will be 
to channel critical materials into defense in- 
dustry production. But it’s no secret that some 
reductions are intended to prod a few corpora- 
tions—we hope there are not many who need 
it—into getting earnest about accepting de- 
fense contracts. . 


These few dillies and shillies, like the rail strikers 
who by the thousands reported as “sick” on a 
certain morning, have been unable to see or 
hear government pleas. They’re likely to re- 
cover of a sudden if their permitted output of 
civilian goods no longer keeps the machines 
running. Rough stuff; something like the 
night stick a cop applies back of the ear in an 
effort to hasten the dawn of right reason. 


Business management in the coming months will 
be as important as it ever has been. Probably 
more so. In the years since the late war, sales 
‘muscles have grown a bit flabby in a sellers’ 
market. If the Government means what it says, 
and most Washington business men think it 
does, then management’s top job will be the 
speeding of U. S. mobilization under unified 
direction and leadership. 
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You can depend on it—that in 1951, the Northern Lumber producers below will continue 
to carry the banner for quality in Northern Woods—just as they have been doing for many 
years past. All are well-equipped to serve you with well-manufactured, accurately graded 
Northern Lumber products. For the finest in Northern Woods, consult the firms on this page. 


“tHolt Hardwood Co. =. wt kt; Oconto, Wis. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block 
Herringbone, Parquetry types: all types Heavy Duty Flooring. 


*+Boehm-Madisen Lumber Co. Milwaukee 3, Wis. 


Mills: Lake Linden, Mich., White Lake, Wis. Mirs. Hardwoods 
and Hardwood Flooring. K. D. facilities available. L.C.L. 
shipments kiln dried hardwoods from stock at Thiensville, Wis. 


Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White 
Pine. Modern Dry Kilns. Facilities for Surfacing. Resawing, etc. 


“Michigan Pole & Tie Co. . . . . Newberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock, Northern 
White Cedar Poles, Posts, Shingles, Piling. Sott 6 Hardwood Ties. 


“Abbott Fox Lumber Co. . . . . Iron Mountain, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and 
White Pine. Planing Mills. Dry Kilns. 


tConnor Lor. & Land Co. (Conservite Mick.) OF ce Marshfield, Wis. 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles. 
Posts, Poles—Leona Rock Maple & Birch Flg.—Dimension stock. 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. 


Northern Hardwoods and Hemlock, Hardwood Dimensions, 
Rough Hardwood Turnings. Planing Mill and Dry Kilns. 


tMember Maple Flooring Mjrs. Assn. 


“Underwood Veneer Co. . 


Northern Hardwoods, Hemlock, W. Pine at Bessemer, Mich. 
Veneers and Panels at Wausau, Wis. 


“Goodman Lumber Company . . . . . Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


“Bay De Noquet Company . . . . .  Nahma, Mich. 


Sales Office, 817 Railway Exchange, Chicago — White Pine. 
Hemlock, Hardwood Lumber — Shingles, Cedar Products, Lath. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich. . . Ironwood. Mich. 
Roddis Lbr. & Veneer Co., Ltd. . . Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple. 
Birch, Flg. Hdwd. Ven’r’d Doors. Plywd. Mod. Dry Kiln facil. 


*Ahonen Lumber Co. . . =. =. =. ~~ Ironwood, Mich. 


Northern Hardwoods, Hemlock, White Pine, Spruce, Hardwood 
Flooring. Planing Mill — Modern Dry Kilns. 


“Copeland Lumber Co. . . . Atlantic & Ontonagon, Mich. 


Sales Office—CHICAGO—135 S. _ Salle St.. Hardwood Seuaiber. 
ension. Dry Kilns and Planer. 


*C. M. Christiansen Co. . 2 t— Phelps, Wis. 


An omnes Wisconsin lumber manufacturer — Hardwood. 
White Pine, Hemlock and Cedar Products. 


“Wm. Bonifas Lumber CO. (marci, *tacn.) Sales, Neenah, Wis. 


Northern Hardwoods, White Pine, 
Modern Dry Kilns. Expert Millwork. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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NEWS BRIEFS 





ESA voluntary price peg order, holding price structure at 
December 1st level, applies across the board to manufacturers, 
wholesalers, retailers. 

* * * 


This is the opening, determined move to prevent spiraling prices 
until more teeth can be put in an actual control set-up. 


* * * 


Immediate and violent reaction of major labor leaders indicate 
they realize similar wage pegs are coming before they were able to 
bargain themselves into another pay hike. 


* * * 


A 25 percent cutback in civilian tin production threatens cur- 
tailment of canned products; paint and other liquid products. Sub- 
stitute packaging materials may appear by mid-year. 


* * * 


Housing starts for November totaled 85,000, down 18,000 units 
from October, and 10,500 short of November, 1949. While this rep- 
resents a sharp decline, it still is the second best November on 
record. Northern and eastern states have been most affected. 

Totals for the years will considerably exceed 1,300,000 private, 
non-farm dwellings. This figure has almost been reached in the 
first 11 months of the year. 


* * * 


Retail sales of lumber and building materials for November were 
17 percent ahead of November, 1949, 17 percent off from October, 
1950. 


*>- * * 


The NPA order to discontinue production of non-essential prod- 
ucts using steel and copper indicates that the practice will spread 
to other materials as the need arises—perhaps a complete schedule 
of non-essential items in all industries. 


ss. + * 


There is still hope in high places that the tremendously increased 
production facilities in all industries since 1940 will release a suffi- 
cient amount for civilian consumption to avoid drastic shortages. 

Confusion now is due largely to the sudden spasm of activity 
wine rapid preparedness after several months of wait and see 
attitude. 


National pay averages for journeymen in the construction trades 
advanced 10 cents per hour from July, 1949, to July, 1950, bringing 
the average hourly wage to $2.45. 


+ & 


No matter what the diplomats do about Korea, American rearm- 
ament will continue; but fast. For once, Congress and the public 
seem to be out ahead of the military men. 


* * * 


Taxes, as everybody knows, will get robust; but it doesn’t look 
no.y as though we can manage a pay-as-you-go budget. We prob- 
abiv can this fiscal year, since the big checks will be written after 
the °51-’52 year takes over. 


* * * 


‘he work week probably will be lengthened in defense plants, 
Without the time-and-a-half overtime provision. Extra time will 
be paid for at straight hourly rates. Whether this provision will 
rub off onto civilian-goods plants isn’t yet clear. . But it is clear 
soo there’ll be a mounting need for more labor. 
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Production Record 


Production of building ma- 
terials and equipment has ex- 
ceeded all past records during 
1950 but will fall well below 
the new peak in the coming 
year, A. Naughton Lane, presi- 
dent of the Producers’ Council, 
national organization of build- 
ing products manufacturers re- 
ports. 

“The extent of the decline in 
1951 is unpredictable, because 
no one can tell at this time how 
far defense needs will curtail 
civilian construction,’ Mr. Lane 
said. 

“However, in some lines the 
cutback in production of ma- 
terials will be less than the re- 
duction in building volume, be- 
cause inventories in the hands 
of producers and dealers have 
been relatively low in recent 
months and will be built back 
to normal in the first part of 
the new year. 

“It now appears certain that 
the limited supply of materials 
containing steel, copper, and 
aluminum will be the prime 
factor limiting construction 
volume in 1951, even in the case 
of housing where credit con- 
trols have been put into effect. 

“Industrial, utility, farm, 
and school construction prob- 
ably will be the brighest spot 
in the private construction pic- 
ture in 1951, along with a high 
level of repair and moderniza- 
tion work. 

“Unless publicly financed 
construction is held back as an 
economy measure, that cate- 
gory will take one-third or more 
of all materials produced next 
year, as compared with about 
one-fourth in 1950. 

“The record production of 
materials in 1950 was made 
possible by expansion of plant 
capacity, introduction of new 
products, and increased effici- 
ency in existing plants.” 


NLMA Meeting 


Corydon Wagner, outstand- 
ing West Coast lumberman, has 
been elected President of the 
National Lumber Manufactur- 
ers Association for 1951. H. M. 
Seaman, Executive Vice Presi- 
dent, Kirby Lumber Company, 
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Houston, Texas, and retiring 
President of the Association, 
has been named Chairman of 
the Board. 


The elections highlighted the 
1950 annual meeting, held in 
November at the Shamrock Ho- 
tel, Houston, Texas. 

Incoming President Wagner 
has spent his entire career in 
the lumber business. He is Vice 
President and Treasurer of the 
St. Paul and Tacoma Lumber 
Company, Tacoma, Washing- 
ton. A former President of the 
West Coast Lumbermen’s Asso- 
ciation, Mr. Wagner has been 
active in the National for many 
years, serving in 1942-45 as a 
Regional Vice President and 
last year as First Vice Presi- 
dent. In 1945 he was elected 
President of the American For- 
est Products Industries, Inc., 
and served as a trustee of that 
group from 1941 to 1947. 

Chairmanship of the Board 
is a new position created by the 
Directors at the Houston meet- 
ing. An Advisory Policy Com- 
mittee was also formed; its 


membership will include the 


Chairman of the Board, the 
President and First Vice Presi- 
dent, plus all past Presidents 
of the Association. Under a 
new policy adopted at the meet- 
ing, each NLMA President will 
hereafter serve for one year, 
after which he will become 
Chairman of the Board, and the 
following year assume Chair- 
manship of the Advisory Policy 
Committee. A. J. Glassow, Vice 
President and General Manag- 
er, Brooks-Scanlon Inc., Bend, 
Oregon, who served as NLMA 
President prior to Mr. Seaman, 
becomes chairman of the newly 
created policy group. 


Oak Flooring Record 


Oak and other hardwood 
flooring reached an all-time 
peak of popularity in 1950 as 
shipments in the nation’s major 
producing areas soared to 1 bil- 
lion board feet for the first 
time in history, members of the 
National Oak Flooring Manu- 
facturers’ Association were told 
at their annual meeting Decem- 
ber 13 in Memphis, Tenn. 

Secretary Henry H. Willins 
reported that final figures for 
the year would show total ship- 
ments between 1 billion and 
1,025,000,000 board feet in the 
Southern and Appalachian re- 
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gions. Those areas produce 
about 90 percent of the Na- 
tion’s hardwood flooring sup- 
ply. The previous record was 
slightly under 795 million feet 
in 1948, a mark nearly equalled 
in 1949 when 785 million feet 
were shipped. 

The industry’s outlook for 
1951, Willins said, depends on 
conditions affecting home build- 
ing. Unless severe restrictions 
are placed on new housing con- 
struction, he added, demand for 
hardwood flooring should re- 
main at a high level. Home 
owner preference for oak floor- 
ing, in particular, is on the 
increase, he declared. Approx- 
imately 95 percent of the 
Southern and Appalachian 
shipments are of that species. 

Action designed to help 
check the spread of oak wilt 
also highlighted the meeting, 
along with election of officers 
and expansion of the board of 
directors from 12 to 15 mem- 
bers. 

In the election of officers, 
Milton Craft, president of 
Chapman and Dewey Lumber 
Co., Memphis, was named to a 
second term as president. T.C. 
Matthews, of the M. B. Farrin 
Lumber Co., Cincinnati, O., was 
re-elected vice-president. Wil- 
lins was re-elected secretary- 
treasurer. 

Expansion of the board of di- 
rectors was deemed advisable 
because of the growing mem- 
bership of the Association, 
which now includes 77 com- 
panies, which account for about 
75 per cent of hardwood floor- 
ing capacity in the Southern 
and Appalachian areas. | 

Those named to the new posts 
and to two vacancies on the 
board were: Lee Robinson of 
the Mobile River Saw Mill Co., 
Mobile, Ala.; George Rozzell of 
EK. A. Stewart Lumber Co., Tex- 
arkana, Tex.; V. A. Sells of 
Long-Bell Lumber Co., Kansas 
City, Mo.; D. L. Fair, Jr., of 
D. L. Fair Lumber Co., Louis- 
ville, Miss.; and J. V. Cloud of 
Cloud Oak Flooring Co., 
Springfield, Mo. 

Re-elected to the board, in 
addition to President Craft and 
Vice-President Matthews were: 
Allen Harris, Jr., Harris Manu- 
facturing Co., Johnson City, 
Tenn.; J. W. Fowler, Frost 
Hardwood Floors, Inc., Chreve- 
port, La.; S. B. Fullerton, 
Bradley Lumber Co., Warren, 
Ark.; L. C. Ailor, Miller Broth- 





ers Company, Johnson City, 
Tenn.; R. M. Lindsay, Veach- 
May-Wilson, Inc., Alcoa, Tenn.; 
B. A. Mayhew, Fordyce Lumber 
Co., Fordyce, Ark.; J. G. Smith, 
Arkansas Oak Flooring Co. 
Pine Bluff, Ark.; and Walter 
Wood, E. L. Bruce Co., Mem- 
phis. 


Market News 


TACOMA—Lumber produc. 
tion is going ahead steadily de- 
spite the proximity of the year 
end holidays. Most plants are 
operating with full crews and 
even log production is keeping 
up to schedule. The latter sit- 
uation has been materially 
helped by relatively mild 
weather. The scramble for 
government owned timber con- 
tinues. Recent purchases in- 
cluded a block of 9,900,000 
board feet of timber in the 
Olympic National Forest by the 


* Anderson & Middleton Lumber 


Company of Aberdeen on a bid 
of $141,750. The company bid 
$14.50 a thousand board feet 
for 2,700,000 board feet of Sitka 
spruce and $14.25 a thousand 
board feet for 7,200,000 board 
feet of western hemlock and 
other species. The Picco Log- 
ging Company of Montesano 
was high bidder for 3,600,000 
board feet of United States for- 
est service timber in the Hump- 
tulips river area with an offer 
of $32,698. This timber, lo- 
cated in the Grays Harbor sus- 
tained yield unit, had been ap- 
praised at $23,997. Another 
parcel of an estimated 170,000 
board feet in the Olympic na- 
tional forest was sold to Elmer 
H. Swanson of Quilcene for 
$7,800. 


BALTIMORE—Prices of lum- 
ber have stabilized somewhat 
in the local area, according to 
the latest survey around Balti- 
more yards. The erratic ten- 
dency in Southern Pine has 
calmed down. On the whole the 
level of quotations on deliv- 
eries is under a month ago. 

A sampling of prices on re- 
cent shipments from the South 
shows: 

2 x 4s, 10 to 12 feet in length, 
being brought in for $68 per M; 
14-foot lengths, $70; and 16- 
foot lengths, $85. 2 x 6s, 10 to 
12, $68; 14- and 16-foot lengths, 
$85. 2 x 10s, 10 to 12, $75; 14 
and 16-foot lengths, $90. 
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First Call for Action! 





Be safe and sure — now is the time to 
reserve your extra copies of the 


1951 DEALER 


PRODUCTS 
FILE Issue 


Off the press April 7, 1951 


You know this annual issue from previous years. 
You know that it is always the biggest—best— 
most complete product data book and buyers’ 
guide in this industry. 


Now—more than ever—you will want every one 
of your key men to have his own copy of this 
issue. 


As a subscriber of AMERICAN LUMBERMAN you will get one copy of this amaz- 
ing issue. BUT you will probably want extra copies for your salesmen, estimators, 
and other employes who have contact with your customers. 


It is a complete lumber and building products 
reference book. Contains all of the facts, 
figures, statistics, estimating and applica- 
tion data for all of the products you sell. 


It is a lumber and building products catalog. 
Leading manufacturers and jobbers will be 
represented with information and data 
about their products—the information you 
and your people use every day. 


It is a handy, compact file of names and ad- 


ACT TODAY ey 


We are now determining how many 
of these fine books to print. In order 
that the copies you will need are 
included in our press run, fill out 
and return the convenient coupon 
at the right—TODAY. 


Buitpinc Propucrs MERCHANDISER 


dresses of manufacturers and jobbers, 
dealer and manufacturer’s associations— 
the people you have occasion to contact 
many times during the year. 


It is the most complete cyclopedia of building 
product terms ever assembled in this field. 
Every item you have occasion to look up is 
clearly and understandably defined. The 
new, easy-to-use 10 SECOND INDEX places 
any and all data at your.finger tips. 


| WILL NEED EXTRA COPIES 
OF THE DEALER PRODUCTS FILE 
NOI noite ic ei Mr AT Rea ee I Aiea 
Title ... 


IO i gos nl se ee eo See 


COE NUE, os os oe 


oS ohh ....Zone... State 
American Lumberman & Building Products 
Merchandiser , 
139 N. Clark St. Chicago 2, Illinois 








The bloom has been knocked 
off the housing construction 
pace, and yards doing business 
mainly with builders are suffer- 
ing from lack of _ business. 
Whether this will continue into 
next year remains to be seen. 
The builders are not quite as 
blue and angry as they were 
when the Federal restrictions 
were first announced, and have 
taken some small encourage- 
ment on the revision date con- 
cerning starts which was moved 
up from August to October. 
However, with so many factors 
influencing the industry, no one 
is making firm forecasts as to 
what they will do next year in 
the building line. 

Nevertheless, latest opinion 
in this city is that building will 
be cut only one-third from the 
high pace of 1950, instead of 
four-fifths which some were 
predicting only six weeks ago. 
Were the cut only one-third, 
the 1951 volume “would still be 
a good year,” many say, and 
lumbermen dealing with con- 
struction firms would benefit 
accordingly. 

In general, the lumber situ- 
ation cannot be as demoralized 
as some thought during Octo- 
ber. Currently most yards seem 
better stocked than they were, 
and no one has replenished in- 
ventories in anticipation of a 
sagging market. 

Most dealers are watching 
the West Coast carefully for 
the true tendency on fir. Latest 
deliveries here have been at 
prices under a month ago. One 
dealer reported contracting for 
some January deliveries at 
$96.50 for rough timber, and 
$89 for dimensions and planks, 
the shipment to arrive by boat. 
Three weeks ago, the price was 
around $105. It is possible that 
some dealers have been scared 
off on “the news of cheap lum- 
ber.” 

At the same time, some fair- 
ly large lots have been brought 
in to this area at extremely 
favorable quotations were the 
yard operator ready to wait 
out the market. A substantial 
shipment sold in part for $101. 
With business slack, one dealer 
got a chance at another slice of 
the same lumber for $92. 

Baltimore dealers say they 
hear the basic West Coast mar- 
ket in fir will settle down 
around $60. With freight 


around $30, this lumber can be 
set down in Baltimore for $90. 
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Spruce, which was bringing 
about $125 two to three months 
ago, is being delivered here 
for around $97 to $100. 

Plywood remains very sta- 
ble, as it has for at least three 
months, and indications are 
that it will remain so. Heavy 
industrial demand is seen. One- 
quarter inch material is around 
$130 in the local market. 

In the hardwood section, the 
supply situation is reported 
satisfactory, and prices very 
stable, with possibilities of firm- 
ing up even more. 

In other building material 
lines, most millwork is reported 
in much better supply than pre- 
viously, and the price levels 
satisfactory. 

Shortages are developing ina 
number of needed materials, 
metal lath and plaster board 
in particular. There is said to 
be some rationing in the latter. 

Once more there is reported a 
shortage of nails. While prices 
have not hit the “gilt-edge” 
which prevailed in a former 
short supply, some material 
dealers said they would not be 
surprised that profiteering 
would begin anew. 

Steel and aluminum sheets 
also are in the scarce list of 
building materials. Also to be 
included are door frames, and 
various items of hardware. 


Lumber—National 


Lumber shipments of 427 
mills reporting to the National 
Lumber Trade Barometer were 
13.3 percent below production 
for the week ending December 
9, 1950. In the same week new 
orders of these mills were 0.3 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 47 percent of 
stocks. For reporting softwood 
mills, unfilled orders were 
equivalent to 23 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
47 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 4.8 percent above 
production; orders were 5.3 
percent above production. 

Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 76.3 percent above; ship- 
ments were 65.5 percent above; 
orders were 64.3 percent above. 
Compared to the corresponding 
week in 1949, production of re- 


porting mills was 0.7 percent 
above; shipments were 13.4 per- 
cent below; and new orders 
were 2.5 percent above. 


West Coast 

Douglas fir sawmills — pro- 
duced as much lumber in the 
first eleven months of 1950 as 
they did during the entire year 
of 1949. 

Mill stocks at the end of No- 
vember stood at 776 million 
feet, well below the 922 million 
feet for same period in 1949. 

The weekly average of West 
Coast lumber production in No- 
vember was 211,689,000 b.f. or 
129.0 percent of the 1945-1949 
average. Orders averaged 218.,- 
194,000 b.f.; Shipments 222,- 
641,000 b.f.; Weekly averages 
for October were: Production 
233,488,000 b.f. (142.3 percent 
of the 1945-1949 average); Or- 
ders 193,320,000 b.f.;  Ship- 
ments 225,950,000 b.f. 

Forty-seven weeks of 1950 
cumulative production 9,801,- 
921,000 b.f.; Forty-seven weeks 
of 1949, 9,016,560,000 b.f.; For- 
ty-seven weeks of 1948, 8,739,- 
411,000 b.f. 

Orders for forty-seven weeks 
of 1950 breakdown as follows: 
Rail 6,523,449,000 b.f.; Truck 
521,859,000 b.f.; Domestic car- 
go 2,289,224,000 b.f.; Export 
227,143,000 b.f. Local 629,071,- 
000 b.f. 

The Industry’s unfilled order 
file stood at 752,025,000 b.f. at 
the end of November; Gross 
stocks at 776,824,000 b.f. 


Western Pine 


The 95 mills reporting to the 
Western Pine Association for 
the week ending December 9, 
1950, produced 64,037,000 feet 
of Western Pines and associated 
woods. Shipments during the 
period amounted to 57,840,000 
feet compared to 64,786,000 feet 
for the corresponding week a 
year ago. Orders for the week 
totaled 62,736,000 feet as com- 
pared to 60,317,000 feet for the 
same week a year ago. Unfilled 
orders amounted to 168,067,000 
feet compared to 183,063,000 
feet a year ago. Gross stocks 
stood at 724,655,000 feet com- 
pared to 904,244,000 feet a year 
ago. 


Southern Pine 


Production of Southern Pine 
by the 115 mills reporting to 
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HERE’S THE 


WMSTOE STORY 


Kennedy Famous Finnish Birch 


HARDWOOD FLUSH DOORS 













NO WONDER 
THEY WON'T WARP! 


Rails and stiles are made from 
minimum 2!/, inch width Norway 
Pine. Materials are kiln-dried 
TWICE in modern Moore Dry 
Kilns to bring moisture content 
down to maximum 8%. 








Double 


LOCK | 
BLOCKS | 














Permanently Joined with a 
special, highly moisture-proof 
synthetic resin glue to guard 
against dangers of distortion 
resulting from penetration 

of moisture into framework or 
core of the door. 


No Rib Marks—Extensive 
research and testing has devel- 
oped the semi-stiff cores which 
eliminate possibility of rib- 
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marks without sacrificing Grainless and homoge- a 
strength. nous material, made from 
' porous fibre boards sub- = PINE CORE 
— i Se cae A “checkered webbing” of 
ee trips placed at right angles thin strips of pine, carefully 
Touniah Fhisah Fonel to the facings lessen weight glued and bonded, provides 


while maintaining strength. tough, lightweight f 
The Wood of Character Transverse strips prevent pine een and 


swerling. ee This gt ’ 
exible enough to avoi 
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“ribbing.” 
SEE THEM TODAY _—~ ee 


OR WRITE FOR rf 


FREE BOOKLET J.G. KENNEDY LUMBER CO. 


Phone, wire, teletype Manufacturers & Wholesalers of Western Forest Products 
or write TODAY for 
omplete information SEATTLE 1, WASHINGTON 


nd the name of your 
arest jobber. SEneca 1880 SE 550 FINNDOOR 
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the Southern Pine Association 
for the week ending December 
9, 1950, totaled 16,829,000 feet, 
or 8.24 percent below the three 


year average. Shipments for 
the week amounted to 13,909,- 
000 feet, 17.35 percent below 


production. Orders for the week 
amounted to 13,091,000 feet, or 
22.21 percent below production. 
Shipments ran 24.16 percent 
below the three year average, 
while orders were 28.62 percent 
below the three year average. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


Btr. Cc D 
Oe ee eer re 170.00 160.00 120.00 
Flat Grain Flooring 
De cuenemeouuwe 145.00 135.00 103.00 
Mn Gacnbecesae 165.00 160.00 110.00 
Drop Siding 
1x6 (Pat. #106).160.00 155.00 118.00 
1x6 (Pat. #116).155.00 150.00 115.00 
Ceiling 
rere 5.00 110 70.00 
Nee 130 “130 115- ies 100.00 
Boards and Shiplap 
(green) 1x6 1x8 1x10 1x12 
Me. .1.... 61.00 70.00 68.00 70.00 
No. 2.... 66.00 67.00 65.00 67.00 
No. 3.... 54.00 57.00 55.00 57.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 67.50 67.50 67.50 71.50 71.50 
2x 6 67.50 67.50 67.50 70.50 70.50 
2x 8 67.50 67.50 67.50 71.50 71.50 
2x10 67.50 67.50 67.50 71.50 71.50 
2x12 65.50 65.50 65.50 68.50 68.50 
No. 2 Dimension 
2x 4 65.00 65.00 65.00 67.50 67.50 
2x 6 64.00 63.50 64.00 68.00 68.00 
2x 8 63.50 63.50 63.50 67.50 67.50 
2x10 63.50 63.50 63.50 63.50 63.50 
2x12 62.00 62.00 62.00 62.00 62.00 
No. 3 Dimension, R/L Only 
Be SD: ceasteveveraseveeesione tee 49.00 
OE ae rr ee ee 48.00 
ee ee ee ee 45.00 
-at SN ee ee re 43.00 
Se re ee 43.00* 


tAdd $15.00 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 


Selects 
S2 or 48 4/4 RW ‘6 RW 8/4 RW 
C&Btr. RL ...265.00 275.00 270.00 
Shop, $28 No. 1 No. 2 
ee ccaceseavewnedbawees 155.00 135.00 
Ce woes chan es eeweees.en ee 150.00 120.00 
Commons 
S2S or 48 No. 2 No.3 3&Wdr. 
oR Bo ae 122.00 94.00 82.00 
See eet eee eee 120.00 90.00 
Trim 1x4 1x5 1x6 1x8 
Uppers RL 
Se > ee 
No. 2 RL... 
Idaho White Pine 
Selects, S2 


esr 4S 1x4 1x6 1x8 
CéBtr. RL va weaee Seeee 
2 or 48 No.1 No. 2 No. 3 


Commons, 

Dw e26eceevees 130.00 115.00 89.00 
BEES ccescscuees 130.00 115.00 89.00 

Sugar Pine, Selects, 
S2 or 48 “/* RW 5/4RW 6/4 RW 
ae Btr. RL...300.00 300.00 305.00 
PA 6 ex beeen 275.00 275.00 195.00 
D —_ Pe 255.00 240.00 175.00 
vo. 3 
120.00 90.00 


SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. Cc D 
eer errr 180.00 170.00 140.00 
Flat Grain Flooring 
1x4 uw ainetice 165.00 155.00 115.00 
Eee 165.00 155.00 115.00 


Drop Siding 


1x6 (Pat. #106).165.00 155.00 115.00 
1x6 (Pat. $116).165.00 155.00 115.00 
Ceiling 
eee an 140.00 110.00 
CO eee ‘on pews melee 
Boards and Shiplap | 
(dry) 1x8 1x10 1x12 
No. 1 125.00 125.00 125.00 125.00 
No. 2. 85.00 85.00 85.00 85.00 
No. 3 «ox See 67.00 67.00 67.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 





2x 4 .85.00 87.00 91.00 94.00 94.00 

2x 6 .83.00 85.00 89.00 92.00 92.00 

2x 8 .83.00 85.00 89.00 92.00 92.00 

2x10 .89.00 89.00 89.00 92.00 92.00 
2x12 .92.00 92.00 95.00 101.00 101.00 
No. 2 Dimension 

2x 4 .78.00 80.00 84.00 87.00 87.00 

2x 6 .76.00 78.00 82.00 85.00 85.00 

2x 8 .76.00 78.00 82.00 85.00 85.00 

2x10 .82.00 82.00 82.00 85.00 85.00 

2x12 .82.00 82.00 88.00 97.00 97.00 
No. 3 Dimension ws Only 

2x 4 .55.00 .. wees . 

2x 6 .55.00 * 

2x 8 .55.00 ‘ 

2x10 .55.00 

2x12 .53.00 

REDWOOD 
%x6 A&Btr. Sidi — 2 
?. aa tacit - 120.00 

2x8 A&Btr. Siding ............ 150.00 
%x8 A&Btr. Siding ............ 185.00 
EE S Besks BOP. ccccce é one 





Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 

Clear say had com”? 


x4 IMR 6 6600s 95.00 83.00 75.00 
%x5 inch ...... 120.00 118.00 88.00 
%x6 inch ...... 155.00 143.00 120.00 
%x8 inch ...... 185.00 173.00 130.00 
Clear Bungalow Siding, % Inch 
Lo. ae 210.00 198.00 160.00 
10 Inch ....ce- 230.00 218.00 175.00 
RS BRER co scccsen 230.00 228.00 165.00 


Finish, B and Btr. S2S or 4S, 
6-16’ or Rough 
oe eA ee ees 145.00-165.00 
175.00 


ee ee 
I? sk Silla de yi iy en nas GNC ws ene 185.00 
Ceiling or Flooring, 
B and Btr., 9-16’ 
B&Btr. c D 
Se een 109.00° 97.00 85.00 
EEO 4 Geesaenawas 100.00 97.00 85.00 





RED CEDAR SHINGLES 


Royals 
ee rn tee 19.00 
ie a a an Seer 10.00 
rr, Cen 6.00 
Perfections 
1S “O/B ce ccececcees 12.50-13.00 
ye | ae et” re 7. = 7.25 
=. a > Gr are 5.25 


ee 
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ENGLEMAN SPRUCE 


Boards and 
Shiplap 1x6 1x8 1x10 1x12 
No. 2&Btr..104.00 102.00 105.00 115.09 
No. 3&Btr... $8.00 91.00 97.00 107.09 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 










2x 4 93.00 93.00 93.00 93.00 93.09 
2x 6 93.00 93.00 93.00 93.00 93.09 
2x 8 93.00 93.00 93.00 93.00 93.00 
2x10 93.00 93.00 93.00 93.00 93.09 
2x12 84.00 84.00 84.00 85.00 85.00 
No. 2 Dimension 
2x 4 90.00 90.00 90.00 90.00 90.00 
2x 6 90.00 90.00 90.00 90.00 90.00 
2x 8 90.00 90.00 90.00 90.00 90.00 
2x10 90.00 90.00 90.00 90.00 90.00 
2x12 81.00 81.00 81.00 81.00 81.00 





(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 












WESTERN HEMLOCK 


Vertical Grain Flooring 
B 






Cc D 
145.00 105.00 































ae 155.00 
Flat Grain Flooring 
ee 20.00 115.00 95.00 
BED cn viak bee cece 135.00 130.00 100.00 
Drop Siding 
1x6 (Pat. ¥ 4106) .155.00 140.00 115.00 
1x6 (Pat. #116).155.00 140.00 115.00 
Ceiling 
— PON ra ee 105.00 100.00 60.00 
eT en 120.00 115.00 70.00 
mene and Shiplap 
(dry) 1x6 1x8 1x10 >a12 
mo. 1... 36.00 83.00 84.00 64.00 
ING. Z..<. Caee 79.00 79.00 719.00 
No. 3.... 73.00 67.00 73.00 73.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 81.00 81.50 81.50 81.50 81.50 
2x 6 81.50 81.50 81.50 81.50 81.50 
2x 8 79.00 79.00 79.00 79.00 79.00 
2x10 81.00 81.00 81.00 81.00 81.00 
2x12 77.00 77.00 77.00 77.00 77.00 
No. 2 Dimension 
2x 4 78.00 78.00 78.00 78.00 78.00 
2x 6 76.00 76.00 76.00 76.00 76.00 
2x 8 76.00 76.00 76.00 76.00 76.00 
2x10 74.00 74.00 74.00 74.00 74.00 
2x12 74.00 74.00 74.00 74.00 74.00 
No. 3 Dimension, R/L Only 
ES I ea eer 55.00 
MURIUM. ei orsu' oi Siar wai wiareene-ecetet wipe aim ee 54.00 
MSA oar lavave since: axils Si mia eca ereerwials 53.00 
EG. 6.5926 lai Sie a weiaree wees aie 50.00 
MINED: cicavn'a 00 oe ornieig pe aie eis eco. ciare 50.00 
OAK FLOORING 
Clear Pin six2% #x1% %x2 %xl 
White ..245 215.00 187.50 177.50 
Red . 245. 00 215.00 187.50 177.50 
Sel Pin. 
Red ....215.00 195.00 167.50 152.50 
White ..215.00 195.00 167.50 152.50 
#1 Com. 
White ..190.00 165.00 152.50 132.50 
Red .190.00 165.00 152.50 132.50 






105.00 77.00 77.00 65.00 

#1 Com. & u 
Btr.. ...135.00 105.00 87.50 72.50 
#2 Com. .. 95.00 75.00 57.50 42.50 












WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, to 18’ are: 
Beveled Siding, % Inch ane 

Clear “A” B 














“626 THEN 6c 85.00 83.00 70.00 
1%x5 inch ...... 120.00 118.00 88.00 

ee 155.00 143.00 120.00 

eae 185.00 173.00 130.00 

Clear Bungalow wae 34 Inch 

i ees 8.00 160.00 
SO OO cc ccouss 230. 00 218.00 175.00 
BS OGM nis ceees 00 228.00 165.00 





Finish, B and Btr. S28 or 4S, 
6-16’ or rough 












Ek a ae ee errr ey 145-165.00 
OE 66, 06 ev bets eee oor euayee 175.00 
 eeetuppaqnenstatepten 485.00 

Ceiling or Flooring, B and Btr., 9-16 

&Btr. D 

a ..+..100.00 - 97.00 85.00 
it senebeedaeen 100.00 97.00 86.0! 
Discount on mouldings, 6-20’ 04 

lengths. 

Series 8, 





000— 
— under $4.00—list plus 125 pe 
nt. 


Listing $4.00 and over—list plus 18! 
per cent. 
Clear ssumenee } +e 4 to 16’ 
0 Lin. Feet 


ee 
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’ VII. Salesmanship—lIts Part in Our Survival. 


If winning the War of Ideas ranks in impor- 
tance with a military victory, surely salesman- 
ship should rank with Army, Navy and Air Force 
as the 4th arm of the Republic. Salesmanship 
broadly defined is the art and science of Per- 
suasion. 

We have pointed out that everyone is in busi- 
ness, everyone makes some profit and everyone 
does a certain amount of managing. Likewise 
everyone is a salesman whether he is conscious 
of it or not. No one can get through life without 
persuasion. Persuasion is a necessary element 
of successful living. 

The mouse-trap story is another Big Lie! 


If you are as creative as a Ford, have the ini- 
tiative of a Chrysler and the production genius 
of . ie still have to sell to be suc- 
cessful. 


Every student in America should be taught 
that creativity, initiative, and productivity— 
worthy as they are—are not enough; to get the 
best returns he must sell all three. When a gen- 
eration of students have learned this lesson, 
salesmanship will take its place where it belongs 
—at the top of American Professions. 

In our interdependent civilization, reading, 
writing and arithmetic are no longer an adequate 
basis of education. Persuasion should be added 
to these and all four should be started in our 
grade schools and followed through in all subse- 
quent education. 

Salesmen may be broadly classified in two 
groups: 1) Commercial salesmen—those con- 
cerned with trading for a profit. 2) Ideological 
salesmen—those concerned with securing accept- 
ance of non-commercial ideas. 

Both types of salesmen seek the same re- 
Sspoise—an assent that leads to action. Both 
types of salesmen meet on the plane of ideas. 
Both types of selling involves the implanting 
of ideas which lead to action. 

It should not be difficult to get the commercial 
salesman to take on selling of the American 
ideviogy in this War of Ideas. But it may be a 
har’er job to persuade our salesmen of ideolo- 
gies--our teachers, preachers, lawyers, doctors, 
poli ‘cal aspirants, etc., to consciously use sales- 
* Thi: is the eight in a series of editorials on the general 


— “Our Grave Dangers and Some Patterns for Sur- 
Vival. 
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_*Salesmanship-- The Fourth Arm of the Republic 


manship in selling their services and in securing 
the conviction and action on the part of others 
which they want. 

If we can make all of our people conscious of 
salesmanship or persuasion as something in- 
herent in human nature that needs only cultiva- 
tion and freedom of expression to flourish, it will 
go a long way in helping us to win this War of 
Ideas. 

Our enemies have a head start on us in ideo- 
logical selling. Maybe the reason that they do 
so well is because they do not have to bother 
with commercial selling. In any event they have 
made a billion customers in twenty years for 
their ideology. It is time that ideological selling 
should get started in America! 


We, then, have three jobs concerned with 
salesmanship in America! 


1. To sell the idea of salesmanship as an 
inherent part of the American Way of Life. 

2. To sell our output of civilian goods and 
services. 


3. To sell the ideas in Freedom’s package of 
benefits to our own people first and then to the 
balance of the world. 

With temporary and actual shortages of ma- 
terials and goods, and a seller’s market in 
certain items, it may seem a little queer to em- 
phasize commercial selling in a war economy. 


However we should never forget that when- 
ever there are two elements present in com- 
mercial transactions—(1) the need to make a 
profit and (2) competition, there is always a need 
for selling. Freedom of choice and consumer re- 
sistance can-only be met with salesmanship. 
When demand moves ahead of supply—and that 
is seldom for long—the pressure for sales is 
somewhat relieved, but the need for selling never 
stops! 

So our commercial salesmen have their regu- 
lar job to do—the movement of our goods and 
services into consumption—and this ideological 
job must be added to their regular work if we 
are to win the War of Ideas. In armament time 
when some of the competitive pressure is off, 
we will surely find time to do this second job. 

Commercial salesmen should be our front line 
warriors in this ideological battle. 

And then the rest of the non-commercial 
salesmen of America—should back them up. 


base Art Hood 
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Left to right are key figures in Farm Construction Con- 
ference at Lincoln, Nebraska: Paul Ely, president, 
Nebraska Lumber Merchants Association; Phil Runion, 
secretary, Nebraska Lumber Merchants Association; L. W. 
Hurlbut, Professor, Head, Department of Agricultural En- 





tural Extension Engineer, College of Agriculture, Lincoln; 
and G. M. Petersen, Professor, College of Agriculture, 
Lincoln. In the photo at right the group in attendance 
of the conference poses for lunch time picture outside 
meeting hall. 


gineering, University of Nebraska; E. A. Olson, Agricul- 


Nebraska Building Conference Sets Precedent 


Building clinic is designed to get college 
developed building ideas out into the field through the 
retail dealer. National acceptance of this type of meet- 


ing is indicated. 


The Nebraska Lumber Mer- 
chants’ Association and _ the 
Agricultural Extension Service 
and the Agricultural Engineer- 
ing Department of the Univer- 
sity of Nebraska recently 
joined to sponsor a three day 
Farm Construction Conference 


which may well set the example - 


for similar co-operative meet- 
ings in many another state. 

Paul R. Ely and Phil Runion, 
president and secretary respec- 
tively of the Lumber Merch- 
ant’s Association, E. A. Olson 
of the Extension Service, and 
L. W. Hurlbut, Head of the De- 
partment of Agricultural En- 
gineering at the University of 
Nebraska, were instrumental in 
conceiving and carrying out 
this first conference. 

The idea from the start was 
to develop a means to dissemi- 
nate out in the field farm build- 
ing information which was be- 
ing developed at the University. 
Olson, of the Extension Service, 
went to Phil 
Dealer Association with his 
thoughts for a conference that 
would do this job. Both men 
felt the lumber and building 
material merchant was the key 
local man when it came to 
farm building problems. Hence 
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Runion of the 


the conference was designed to 
revolve around the dealer. 

From this point, men repre- 
senting other major fields vital- 
ly interested in the farm build- 
ing problem were brought into 
the program. These included 
contractors, farm managers, 
engineers, architects, County 
agents, representatives of man- 
ufacturers associations, farm 
college professors, and farmers 
themselves. 

With this background, a well 
rounded program was laid out. 
University experts from a num- 
ber of neighboring states were 
invited in to discuss problems 
ranging from “loose housing” 
for dairy cattle to the proper 
use of scientifically designed 
timber connectors. 

While some of this material 
is necessarily complicated, the 
consensus of the meeting felt 
that in the future these discus- 
sions should be better tied into 
the dealer’s own business. At 
the same time, the dealers left 
the meeting as a result of these 
talks with a better understand- 
ing of how the university works 
to solve problems and why all 
its meetings cannot have imme- 
diate practical results. 

Olson, of the Nebraska Ex- 


tension Service, and Royce 
Fish, Platte County Extension 
Agent, explained in detail how 
the university’s work can profit 
both the community and the 
dealer in a very real way. 


Fish, for example, pointed 
out that the versatility of the 
loose pen barn and its adapt- 
ability to various types of ten- 
ants, might be used as a sales 
point when trying to interest 
an absentee owner in building: 
a new barn. 


Numerous ideas of this na- 
ture indicate the sound results 
such a conference such as this 
can have. 


Bruce Russell, vice president 
of the Farmers National ‘Com- 
pany, Omaha, representing the 
farm management business, 
brought home forcibly to both 
the university people and the 
dealers and contractors that 
farm buildings must justify 
their investment. 

All who attended the Ne- 
braska Farm Construction Con- 
ference were unanimous in their 
praise for its value and ex- 
pressed the desire to see it con- 
tinued in the future years. 


It was generally felt more 
representatives of industry as- 
sociations should be asked to 
take part in future meetings. 
Perhaps the single most im- 
pressive feature of the meeting 
was the way all in attendance 
got down to the business of 
learning all they could from 
others in attendance. 
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“Freedom of thought 


and independence 


of action...” 


DONALD W. DOUGLAS 


President, Douglas Aircraft Company, Inc. 


“Freedom of thought and independence of action are among the keynotes 
of America’s economy. They are fundamental to our way. of life. Systematic 
savings through the Payroll Savings Plan help the individual maintain his own 
independence and freedom of action and make us strong as a nation.” 


In more than 21,000 large companies (employing 100 
or more) and in many smaller companies, more than 
8,000,000 men and women are helping to keep America 
strong. By systematic saving in U. S. Savings Bonds they 
are doing their part to offset inflationary tendencies .. . 
they are building a reservoir of future purchasing power 
to support industry...they are providing financial inde- 
pendence for themselves and their families. 

The widespread success of the Payroll Savings Plan is 
an excellent example of our freedom of thought and inde- 
pendence of action. Far-sighted employers offered these 
8,000.000 Americans an opportunity to enroll in the Pay- 
roll Savings Plan. There was no pressure, no emotional 
stiny lation. A Payroll Savings Plan application was placed 
before them. They “signed up”—to the benefit of them- 


selves, their companies and their country. 

Has every man and woman in your company been 
offered an opportunity to share in the benefits of the Pay- 
roll Savings Plan? How about the newer employees? How 
about those who did not sign before but may wish to do 
so now? Delegate one of your top executives to conduct a 
person-to-person canvass of your employees to make sure 
that every man and woman gets an application blank. You 
don’t have to urge them to enroll, or to increase their pres- 
ent allotment—they are anxious to build for their own in- 
dependence. 

Get in touch with your State Director, U. S. Treasury 
Department, Savings Bonds Division. He is ready to help 
you—with a package plan that reduces your work to the 
minimum. 


The U. S. Government does not pay for this advertising. The Treasury Depart- 
ment thanks, for their patriotic donation, the G. M. Basford Company and 
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EXTERIOR of new Wisconsin yard is Roman and tan 
glazed brick. Double-glazed windows open the entire 
store to pedestrian traffic. 


re 
= 


CURVED CONSUMER COUNTER of mahogany is 25 
feet long. Clerical workers have their desks just behind 
the counter. 


NAILS are one of many items normally kept out back 
and which have been brought onto the sales floor. 





INVENTORY SPACE just behind the store can be et- 
closed by these two different types of garage doors, one 
closed and one seen open. 


One Building Yard Is Integrated Sales Area 


New Wisconsin yard is designed around working exhibits of products it handles 


and sells. 


Customers walking into the new Badger State 
Yard in Menomonie, Wis., can see for themselves 
how many of the products sold by the store 
look and work. 

These products include such diversified items 
as garage doors (two different types in actual 
operation); double-glazed and casement win- 
dows; sliding doors; plywood paneling; rubber 
and asphalt tile flooring; three types of acous- 
tical ceiling; different color paints, etc. 

Among the most modern store and warehouse 
layouts to be found in Wisconsin, the new 
Badger yard, one of Central Lumber Company’s 
17 line yards, replaces the property which 
burned in 1949. 

The store and warehouse are all under one 
roof. The entire structure is 170 feet long, 132 
feet wide and 28 feet high. The roof is sup- 
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ported by wood trusses 97 feet across, manu- 
factured on the west coast, assembled in the 
— yard, and moved into place with der- 
ricks. | 

Roman brick is used as an attractive deco- 
rative building material for structural columns 
on either side of the main entrance with tan 
glazed brick used elsewhere. Two 12-foot set- 
tions of double-glazed windows, eight feet high, 
afford a view of the entire store interior. 

The private offices of John Sand, manager, 
and Ed Morehead, draftsman, incorporate 4 
variety of flooring,-paneling and ceiling effects. 
This same idea is carried out in the main store, 
where each of these materials is labeled t0 
familiarize the customer with the diversified 
products available for building purposes. Major 
projects in the store are clearly departmental- 
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THIS WINDOW UNIT is one of a 
number of manufacturers’ floor sales 
aids always ready for demonstration. 








NEAT HOUSEKEEPING is seen in this picture of gypsum, 
insulation and finished lumber. 


ized by island and shelf arrangements—paints 
and accessories, hardware, nails (which are 
brought onto the main display floor) and other 
products. 

With the opening of its new store, Central 
Lumber Co. has recognized the importance of 
a draftsman in its Menomonie store. Ed More- 
head is kept busy preparing sketches for new 
homes and remodeling jobs. Previously this 
service was confined to the company’s headquar- 
ters in Stillwater. 

_ One interesting feature of the new layout con- 
sists of dual cement driveways through each 
side of the warehouse for loading and unload- 
ing of materials. Four big electrically-operated 
warehouse doors 13 feet high and 16 feet wide 
on the front and 20 feet wide and 13 feet high 
on ‘he rear are as decorative as they are prac- 
tical. The huge warehouse with its 97-foot span 
roo! truss without support is divided into bins 
on the ground floor for the storage of finished 
lun ber, millwork, gypsum products and similar 
ite»is; the second tier has more than adequate 
Space for insulation, metal products, moldings, 
ste; ‘adders and miscellaneous items. 

4 fully-equipped shop turns out odd-sized 
Win ow frames, kitchen cabinets, wagon tongues 
and olsters and custom-made millwork. 

» big store opening this fall drew a reg- 
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is another active 
This door leads 


SLIDING DOOR 
demonstration unit. 
into Manager Sand’s private office. 








ED MOREHEAD in his draftsman’s 
office, where he works out plans for 
new homes and remodeling jobs. 


MILLWORK is stored flat and separated in these bins 


according to size. 


OPEN SPAN CONSTRUCTION is seen in this warehouse 
shot. Roof is supported by 97-foot span roof truss with- 
out support. Another.driveway like this one runs the 
entire length of the warehouse. 


istered attendance of 1,581. The four major 
door prizes were an indoor tennis table, alumi- 
num step stool, mirror and a turkey. One thou- 
sand combination salt and pepper shakers were 
passed out to the ladies while the men received 
pocket combs. 
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PERENNIAL PROBLEM! Making an 
accurate tax return. 


Knowing the answers to im- 
portant income tax questions 
can save money for the lumber 
and building material dealer at 
tax-paying time, help him to 
avoid overpayments, and guard 
against the taking of deductions 
which are not allowed, and 
which lead to later penalties 
and fines. 


Q. My store won a $100 bond as 
prize in a distributor’s sales contest. 
Must I report it as income? 


A. All prizes count as income. If 
the distributor had given a television 
set as a prize instead of a bond, then 
the regular market value of the set 
would have to be reported on the tax 
return. 


Q. Can I take off all payments 
made for stock? 


A. What is left unsold in your in- 
ventory at the end of the year is not 
an expense. The stock is still there, 
to be sold later. The Treasury says, 
“it is necessary for stock to be in- 
ventoried at the beginning and end 
of each year. There is no other way 
to determine how much income was 
derived from the goods sold during 
the year.” 


Q. Is there any prescribed way we 
must inventory the stock? 

A. Any recognized inventory and 
valuation method will do, provided 
you stick to it. The system must con- 
form to the industry’s accepted ac- 
counting practices, and must show 
the income accurately. 


Q. My store is run as a partner- 
ship. Are there special forms which 
we must file? 

A. Ask the local Collector of In- 
ternal Revenue for Form 1065. This 
is not an income tax return. But it 
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Tax Questions 


Here are common questions dealers most fre- 


Some Answers to Your Income 


quently put to tax advisors, and the authoritative 


answers that can help you to file an accurate tax return. 


must be filed to furnish the Collector 
partnership information against which 
he can check the individual returns 
of the partners. Each of the partners 
must fill out Schedule E on his Form 
1040 tax return. 


Q. The partners are paid salaries. 
The rest of the profits remain in the 
partnership bank account. Do we pay 
tax only on our salaries? 


A. No. Each partner must report 
not merely his salary, but his full 
share of the net profits. Conversely, 
he can report his pro rata share of 
any loss the partnership sustained. : 


Q. Do I have to keep books in any 
special fashion? 

A. All Uncle Sam demands is that 
you do keep books, and that’the books 
are accurate enough to indicate what 
his Collectors term the “true income” 
from the business. 


Q. In setting up depreciation tables 
for my equipment, how long should I 
carry them? 


A. For the reasonable “life” of the 
equipment. One thing may have a 
life of five years, another 50. If you 
put down the true useful life of the 
piece, Uncle Sam won’t quarrel with 
you. 


Q. What taxes may I deduct? 


A. When it comes to taxes upon 
your business, just about every one 
is deductible. But not Federal in- 
come tax. 

For personal deductions by lumber 
and building material dealers who 
use the long Form 1040, the Treas- 
ury notes that, “Deductible taxes: in- 
clude state and local income taxes, 
personal property taxes, real estate 
taxes, and certain sales taxes.” 

As a rough rule of thumb, the 
Treasury figures that one-third of 
your income was spent on items where 
sales taxes applied—if your city or 
state levies a sales tax. If you ac- 
tually shelled out more than this 
amount of sales tax, keep the receipts 
to prove it. 

Gasoline taxes are deductible as a 
personal expense except in California, 
Louisiana, North Dakota, Utah, Wy- 
oming and Hawaii. 


Q. How much of the store’s over- 
head may be deducted? 


A. All of it. The Bureau of In- 
ternal Revenue allows “reasonable 





salaries and wages, interest on busi- 
ness indebtedness, taxes on business 
(including Social Security taxes im- 
posed on the employer) and taxes on 
business property, losses arising from 
business operation, bad debts arising 
from sales and services, depreciation, 
obsolescence, depletion, rents, repairs 
and other expense.” You can include 
fees you paid for outside services, 
commissions, labor, advertising, even 
premiums on business insurance. Any 
legitimate business expense overhead 
item: may be taken off. 


Q. May I deduct membership in the 
Chamber of Commerce? 


A. Where the membership is a 
business obligation or advantage dues 
may be deducted. 


Q. How about the cost of subscrip- 
tions to Business magazines—like this 
one? 

A. Take the deduction. 


Q. I belong to a local country club. 
Are the expenses deductible? 

A. If you can prove membership is 
a definite asset to you as a building 
material dealer, then Uncle Sam will 
allow the deduction. But if you joined 
for pleasure, forget about the expense 
—as a tax deduction, at any rate. 


Q. Last year, the store donated 
merchandise to a church for its rum- 
mage sale. May I deduct this? 


A. Contributions can consist of 
things as well as money. Put a fair 
valuation on what you donated, and 
the Treasury will allow it as a legiti- 
mate item of contributions expense. 


Q. What about the check I sent to 
the Boy Scouts drive? 


A. If your store sent the money, 
take it off as a business expense. If 
you paid it out of your pocket, you 
can include it only if you itemize 
personal expenses on the long form. 


Q. Is there any limit on what con- 
stitutes a charity and church contri- 
bution? 

A. There is. First off,. the bene- 
ficiary has to be a bona fide organiza- 
tion, such as the Boy Scouts, Com- 
munity Chest, YMCA, church, etc. In 
general, you can’t deduct the value of 
personal services donated to a cause. 
Nor can you deduct charitable gifts to 
an individual. Nor contributions: t0 
any political party. You cannot claim 
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contributions in excess of 15 percent 
of adjusted gross income. 


(. How about the gasoline I burned 
in making calls to get Red Cross con- 
tributions? 


A. It is deductible. 


@. My store burned down during 
the year. It had cost $10,000 ten 
years ago. I insured it for today’s 
value—$15,000—and used the insur- 
ance payment to buy a new place. Is 
the $5000 “gain” taxable? 

A. In your ease, no. However, if 
you had pocketed the $5000 you 
“oained,” or if you had purchased 
something else, you would have to 
pay Uncle his share. Since the money 
was spent immediately to buy a build- 
ing of the same true value, there is 
no tax liability. 


Q. I sold some corporation securi- 
ties at a loss. Can’t I take off the 
loss? 

A. Yes. Since a building material 
dealer is not—or at any rate is sel- 
dom—in the investment business, any 
losses may be taken off directly in 
figuring adjusted gross income. 


Q. I rent out an office above my 
store. This year, I made some repairs 
and installed new heating. May I 
take these expenses off the rent I re- 
ceive? 

A. Yes. The repairs may _ be 
charged against the rent as a direct 
expense. But the new heating system 
is a capital investment, and must be 
“depreciated.” 

The same rule holds for a dealer 
who owns a second house and receives 
rent as non-business income. Expenses 
of keeping up the house may be 
charged off to obtain a net rent fig- 
ure, 


Q. Can I depreciate the home in 
which I live? 

A. Not unless you rent out a por- 
tion of it. Then part of the expenses 
and depreciation may be charged 
against the rent you receive. 


Q. I live in the same building that 
houses my store. Am I allowed to 
depreciate it on the tax schedule? 

A. Only the portion of the building 
which houses your store. 


Q. I bought “single premium” in-— 
surance—borrowed the money to real- 
Ize saving by paying all of the 
premiums in one lump. Can I deduct 
interest on the bank loan? 


A. No. Most interest is deductible, 
but not this. Interest payments on 
loan. to buy tax-exempt securities are 


likewjse non-deductible, and interest 
Payn nts made for another person, 
Whe: you yourself aren’t obligated 
to 1 v the loan. 

Q. ‘lay I deduct mortgage interest 
nm: building? 

A. “es. Also on loans made to 
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purchase equipment, fixtures, or even 
inventory. In fact, on all loans with 
the exceptions noted above. The same 
holds true for personal deductions. If 
you elect to use the long form and 
itemize your non-business expenses 
instead of taking the blanket deduc- 
tion allowed by the government, you 
can deduct interest on your home, on 
any personal property such as car or 
refrigerator, or on a personal note at 
the bank. 


Q. How would I handle mortgage 
interest on a house I own and rent 
out? 


A. Since the house produces in- 
come, deduct the interest in arriving 
at a net rent received. Be sure to put 
down the gross income, however. Then 
figure the net as part of what the 
tax form calls “adjusted gross in- 
come.” 


Q. How does this medical expense 
business work? 


A. It doesn’t, unless you use the 
long form to itemize personal ex- 
penses. Here’s the way to figure it: 

First, add up all medical expenses. 
Include not only doctor and hospital 
bills, but medicines, eyeglasses, hear- 
ing aids, crutches, travel to secure 
medical care not obtainable at home, 
nursing (the board furnished a nurse 
counts as well as her salary), dentists’ 
bills, price of false teeth, hospitaliza- 
tion insurance — anything connected 
with medical care. Then deduct 5% 
of your adjusted gross income from 
the total medical expenses. If there 
is anything left over, you can claim 
it, after duly itemizing the expenses 
and indicating the portion that ex- 
ceeds 5%. 


Q. I had the store painted by a 
man to whom I traded some merchan- 
dise for his services. May I deduct 


. the value of the merchandise as a 


labor payment? 
A. Yes. In the eyes of the tax 


people, you traded property for serv- . 


ices. If you paid less than the fair 
market value of the man’s labor, you 
made a gain. If you paid more, you 
sustained a loss. 


Q. During the year, I made an even 
exchange of common stock in one cor- 
poration for stock of another. What 
does the transaction do to my tax re- 
turn? 


A. Did you gain or lose on the 
swap? Check the market quotations 
of the two stocks at the time the 
trade was made. If you lost, you can 
take it off as a capital loss—provided 
you held the stock longer than six 
months. If your swap showed a profit, 
you have to pay tax on the gain. 

If the stock you traded had been 
yours for six months or longer, it is 
a capital gain. Otherwise, it is regu- 
lar income. 


Q. My store’s casualty insurance 


is carried in a mutual company. Are 
the dividends I get back taxable? 

A. No. They do not have to be re- 
ported at all. Tax-wise, this is a re- 
turn of income, not an addition to it. 


Q. When may I claim a bad debt? 


A. “For a debt to be worthless,” 
the Treasury has pronounced, “it must 
not only be uncollectible, but must also 
appear to be uncollectible at any time 
in the future. Bad debts must be shown 
to have existed in fact and in law. 
A taxpayer cannot claim a bad debt 
deduction if there were no legal lia- 
bility to pay.” 

On the tax return, the Treasury 
Department wants you to list: 1) Na- 
ture of the debt. 2) Name of the 
debtor and his relationship to you 
if any. 3) When the debt was in- 
curred. 4) When it became due. 5) 
What you have done to collect it. 
6) How you decided it was worthless. 


Q. What about a case in which a 
customer pays part of what he owes, 
and renege’ on the rest? 


A. The uncollected portion of the 
debt may be claimed as a deduction 
during the year when it became un- 
collectible. 


Q. Last year, I wrote off $100 of 
bad debts on my tax return. This year, 
one of the debtors came across with 
$50. What must I do about it? 


A. “Bad debts,” says the Treasury 
Department, “are sometimes paid long 
after the taxpayer has forgotten 
them. If a deduction had been taken 
when the debt was written off, the 
recovery of the debt is miscellaneous 
income to the extent of any tax bene- 
fit previously secured.” 


Q. What must I put down to prove 
travel claims? 


A. The Treasury says—“you are 
required to attach to your return a 
statement showing the nature of your 
business, number of days away from 
‘home’ during the taxable year on 
account of your business, total amount 
of expense ‘for meals and lodging, 
and total amount of ‘other expenses’ 
incidental to travel.” 


Q. I own some property in a dis- 
tant town. When I travel there to 
supervise it, can I deduct that travel 
expense? 


A. Only if the property produces 
income. Take off the travel expenses 
to arrive at a net income from the 
property. 


Q. I have a main store in the city 
and a branch in a nearby small town. 
Can I deduct travel between the two 
stores? 


A. The Treasury says: “Where a 
professional or business man travels 
between his principal place of busi- 
ness and a minor place of business 
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Consistently 


LOW 
PRICES 


Warehouse or 
Carload Shipments 


Dependable shipments of 
high quality birch ply- 
wood — birch veneer — 
birch lumber — birch 
doors. 


BIRCH 
PLYWOOD 


STOCK 
PANELS 


Grades A-A, A-l, A-2, 
A-3, 1-1, 1-2, 1-3, 2-2, 
2-3, 3-3. All thick- 
nesses: 14” to %,”. 
Complete stock sizes 
or your sizes upon 
request. 


BIRCH 
DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, 
in 3° and 3/16" thicknesses. 
All panels are 3-ply construc- 
tion. 


Phenolic, Urea. Melomine and 
10 Cycle Glue. All hot press 
glues, on door panels and 
stock panels. All birch ply- 
wood meets standard CS 35-47 
Bureau of Standards specifica- 
tions. 


BIRCH VENEER 


Rotary and Sliced Cut. Stand- 
ard Thicknesses. Faces, Backs, 
Cross Banding & No. 1 Sheet 
Stock. 


Specify your Requirements. 


PENDABLE 
LIVERIES 


R. BRAUND 


COMPANY 
Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 


Vetoghow — Midwest 4-3450-53 
WX Birmingham 500 











in another city, he may deduct cost 
of such travel, provided the trips are 
necessary for the purpose of dis- 
charging business at both locations.” 


Q. When I travel for business, are 
my meals and hotel rooms deductible? 


A. The Bureau of Internal Revenue 
not only allows meals and lodgings, 
but incidental travel expenses as well. 
Tips are an example. 


Q. How about entertainment on a 
trip? 

A. Your own entertainment is not 
deductible. If you entertained for 
business, claim the expense under an 
entertainment account, not under 
travel. 


Q. I frequently go up to the state 
capital on business, and drive back 
the same day. Can I deduct this? 


A. The Bureau of Internal Revenue 
frowns on claiming an expense like 
this as “travel,” but it notes that “the 
cost of transportation (in the case 
of one-day travel) may be deducted 
as an ordinary expense of business.” 
Meals and lodging on a one-day trip 
are living expenses, however, and 
cannot be claimed. 


Q. I use my car part of the time 
for business, part of the time for 
pleasure. Is its expenses deductible? 


A. To the extent that you and your 
employes drive it on business trips— 
yes. First, determine how much of 
the mileage is business travel. If you 
drive 10,000 miles during the year, 
and 1500 of them were on business 
trips, then 15 percent of the expenses 
are deductible. Take off 15 percent 
of the upkeep, repairs, gasoline and 
other direct expenses, then charge 15 
percent of the yearly depreciation as 
a business deduction. 


Q. I went to a dealers’ convention 
last year. Is this expense counted as 
business travel? 


we. Ft ie. 


Q. Then I went on to Chicago for 
a week. How about that travel ex- 
pense? 

A. If you had business in Chicago 


connected with your yard— yes. 
Otherwise, no. 


Q. Can I claim the expense of my 
wife coming along? 

A. No. Unless she has a hand in 
running your business, and you can 
prove her presence at the convention 
and later in Chicago was legitimate 
business. 


Q. My home is in a suburb. I have 
to drive 18 miles a day to get to 
work. Can I deduct this, since it is 
necessary to the earning of an in- 
come? 


A. No. Uncle Sam feels that your 
choice of a home location is for con- 
venience. If you want to live in a 
suburb, the travel to and from home 
is not a business expense. 





OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 


WOODWAY 
VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS--STD & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 





WE SPECIALIZE 


D PONDEROS 
pane OTHER NORTHERN 
DWOODsS AVAILABLE. 











WOODWAY quality, 
means 
Extra Profits 


for YOU 


“The Good Way to Buy 
ANG 
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Guaranteed 9 





te 100% oil content 
Suggest Cedar Lined 

Closets to Every Home 
Builder. There is 
Nothing Better than 


Only SUPER- 

CEDAR is of 

the same uni- 

form high quali- 

ty standard that 

guarantees every 
ackage to contain 
0% Red Heart or 

better, and 100% oil 


content that produces 
the pleasing aroma. , 





ALL WIDTHS PUT-UP 
40 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 

closets today than ever—and 
Brown's SUPERCEDAR is na- 
tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- . 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 
on with no waste. Packaged and. 
sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 


Product of 
GEO. C. BROWN & CO., Inc: 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
IN -Yol P Galen -1-40 fel te) V- Wel. Meas) aha Lid 





SEALED 
PACKAGED 
LABELED 
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BEAVER LUMBER COMPANY'S office in Sault Ste. Marie, Ont., where the idea of the 
cartoon character, Joe Beaver, first proved its ability to build consumer good will and 


patronage. 





JOE BEAVER is always busy. In an advertisement he 


always dramatizes the action of the copy. When he was 





CREATOR of Joe Beaver 
is Soo Manager Halldor 
K. Breckman. 





caught sawing a board with his left paw, customers 
pointed out the discrepancy, 


How a Busy Beaver Builds Material Sales 


Cartoon characters are widely used by lumber and building products 
dealers. Here is one that has appeal, pulling power, and a direct tie-in with the com- 


pany it represents. 


. The power of a novel idea that grips the 
imagination has wrought wonders in the devel- 
opment of lumber sales for the Beaver Lumber 
Company, of Sault Ste Marie, Ont. That idea 
centers around a mythical, but happy and indus- 
trious animal character, known to the public 
through advertising as “Joe Beaver’. 

While the Soo is just one of the branches of 
the company with head offices in Winnipeg, 
crecit for the invention of “Joe” goes to Halldor 
K. :reckman, the company’s Soo manager. Con- 
tinuous ads in the Sault Daily Star nearly 
alwys feature Joe Beaver in one of his several 
pos-s. The pose is always made to fit the article 
adv: rtised. 

R cently, following a fire in one of the com- 
pan.’s lumber sheds in the Soo, a big fire sale of 
builing materials was announced in the local 
pap ». A boxed off section of the big sale ad 
Shoda large picture of “Joe” after having hit 
his t.« with a hammer. The caption read: “This 
hurt: us; but we’ve got to do it.” 


Th company made its engravings from the 
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original artist’s drawings of “Joe Beaver’. These 
were made in two sizes for each drawing of 
which there were seven; a larger engraving to 
fit in a 2-column space in newspaper ads, and 
a smaller one to fit in a 1-éolumn space. It was 
later discovered by an interested reader of the 
Beaver ads that Joe was a “southpaw”. That is, 
in his pose where he is industriously sawing a 
piece of wood, he is using his left hand, (beg 
pardon, “paw’’). 

As to the customer reaction to the entrance 
of Joe Beaver on the sale scene, the results have 
been most favorable, according to Manager Hal 
Breckman. He says people walk into the show- 
room or office and smiling say, “Hello Joe’. 
Another customer remarks, “I like that Joe 
Beaver, he wears overalls, he’s not stuck up”; 
occasionally a stranger walks in and asks for 
“toe. : 

“Joe” really does more than saw two by fours, 
his influence has created a feeling of friendli- 
ness, confidence, and good will toward the com- 
pany and its products, a sure-fire formula for 
increased sales. 
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STOCK PICTURE is presented at a glance by means of 
this card arrangement. Each item is flagged ‘‘normal,” 
“out,” “order point,” “on order” or “overstock.” Thus the 


stock picture is presented at a glance. 


Inventory Control Is Really Sales Control 


By revising our stock control system, we found more 


complete and accurate records could be kept with less work. 


BY CHARLES ROOT, SR. 
Operations Manager, Capitol City Lumber 
Co., Hartford, Conn. 


It wasn’t until we had suf- 
fered the experience of sitting 
by with overstocks in many of 
our millwork, hardware and 
paint lines that we found that 
count of stock did not neces- 
sarily mean control of stock. 

By setting up an adequate in- 
ventory control system at Capi- 
tol City Lumber Company, ‘we 
found, too, that we had some- 
thing more than inventory con- 
trol—we had the basic tools for 
real sales control. 

Recently, a lot of us in the 
building materials business 
have watched the prices of 
items fall off while we sat 
around with more stock than 
we needed to give service to our 
customers. Along about that 


CLOSEUP PICTURE of the chart-and- 
signal control section by means of 
which active records are set u) Dy 
signals and without posting wor. 
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point we lost much of the 
vagueness in our notion that 
“eount of stock” was inventory 
control. 


Solving the Problem 


Our experience then made it 
clear to us that what we really 
needed was an historical as well 
as a current knowledge of the 
activity in each item and by 
groups of items. To us, that 
means that inventory control 
and sales control are closely 
related. We concluded that the 
best way to achieve the desired 
efficiency in turnover was 
through an adequate perpetual 
inventory control system, sup- 
plying us with accurate, up-to- 
the-minute and easy-to-review 
records. 

About a year ago we called 
in management control special- 
ists and put the problem up 
to them. As the first step in 
revamping our inventory rec- 
ords we decided to use a Kardex 
cabinet, card and Graph-a- 
Matic signal system. This new 
record procedure was inaugu- 
rated to handle our millwork 
supplies controls, in which 
there are some 3,000 commodi- 
ties, 90% of which are active. 

This new system merged 
three control records in one; 
made for an immediate speed- 
up in handling, and provided 
visible records that actually 
serve as a chart for effective re- 
view and decision. 

Because of the signaling sys- 
tem by which the stock situa- 
tion on each item is flagged 
‘normal’, ‘out’, ‘order point’, 
‘on order’, or ‘over-stock’ and 
through the always-visible mar- 
gin arrangement of the Kardex 
cards, the stock picture is pre- 
sented at a glance. 


More Work—Less Cost 


After finding that the system 
worked so successfully in han- 
dling the millwork records, we 
expanded it to take in as well 
the hardware and paint stock 
records. Control is thus ex- 
tended to some 10,000 different 
items, and all of the required 
clerical work is now handled 
by two people, where three 
wer: formerly engaged in a 
mucn less satisfactory system 
of s.ock records. 

_ Tse stock records for each 
ten. are now maintained on 
two ards which are housed in 
faciny Kardex pockets. One of 
these cards is a two-section 
recoi | which, in addition to the 
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TWO CARDS housed in facing pockets show stock records of each item. Card 
shown above is a two-section record which names and describes item, shows 
purchasing record and January-December sales record over eight-year period. 


Wallboards, Hardboard 1/8" T 





SECOND CARD housed in facing pocket is the in-out-balance record. Attached 
to this is the visible margin index and signal chart. This chart also has a 
ruled section for noting stock minimums and maximums, order quantities 
and dates. 


name and description of the 
item, has purchasing record 
and a January-to-December 
sales record covering a period 
of eight years. The other card 
is the in-out-balance record. 
Attached to this is the visible 
margin index and signal chart. 

The active control record is 
maintained simply by moving a 
celluloid signal tab over a Jan- 
uary-to-December scale and to 
their proper position on the 
‘normal’, ‘out’, ‘order point’, 
ete. section of the chart. 

For clerical and executive 
guidance this chart also con- 


tains a ruled section for noting 
stock minimums and maxi- 
mums, order quantities and 
dates. 

Because of the historical fac- 
tors made available through the 
fact that each facing card cov- 
ers a period of as much as eight 
years, our management and 
sales force are able to use the 
new inventory records for their 
sales control studies, so that we 
now have three important rec- 
ords in one—namely, the cur- 
rent stock records, a guide to 
purchasing, and a sales control 
record. 
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PERSPECTIVE VIEW 


Farm Home Plan 


FUTURE BEDROOM 
Note. Dotted lines indicot. 
arrangement for future 

bedroom addition 


___ 16-0" 





























Typical of the practical mia- 
terial turned out by the nation’s 
colleges to the benefit of the pub- 
lic, the building industry and 
the retail lumber dealer is this 
modern farm home designed by 
Oklahoma A. and M. College. 

A better understanding of the 
reasons behind many of the de- 
tails behind this plan—and the 
innumerable plans for many 
farm outbuildings as designed 
by the agricultural colleges—is 
reason enough why the Nebras- 
ka Construction Conference — 
mentioned elsewhere in this is- 
sue—might well be duplicated in 
other states. 

As was frequently pointed out 
at the Nebraska conference, 
farm living is no longer a hit 
and miss affair. From the eco- 
nomic point of view, buildings 
must be designed to pay for 
themselves. If the farm family 
is to maintain an adequate liv- 
ing standard, inefficient build- 
ings have no place on the farm. 
In the second place, farm fami- 
lies now demand home comforts 
comparable to city living. 

By the nature of his place in 
rural economy, much of the re- 
sponsibility introducing modern 
building practices into farm 
communities belongs to the re- 
tail lumber dealer. 

The rural dealer has done this 
job well in the past. He must 
broaden the service he renders 
in the future to help in economic 
homestead and building plan- 
ning. 


FLOOR PLAN 















































~Concrete . Porch 











ot 
=}— 


° 








SCREENED PORCH | 


Tile; or linoleum floor 
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Now, You Can Identify Hardwoods Quickly 


For the first time—a simple and easy to understand 24-page Wood Identifica- 























tion chart—for both the expert and the beginner—only $1.00 a copy. 
A SIMPLE CHART that does the job for you in a yo have seen portions of this chart as it ap- 
hurry! It covers the 28 most important com- peared serially in WOOD magazine. Wood 
mercial hardwoods—makes it easy to separate red experts have acclaimed this as being the best and 
and white oak; birch, beech, and maple; red gum most authoritative chart ever to be published in its 
and mahogany; Philippine mahogany and the true field. The book is a handy 8 x I! inch size with a 
mahogany; cottonwood, buckeye, and black gum; stiff paper cover. The inside pages are of top 
only to mention a few. Think how often you have quality paper that will take plenty of wear. 
wanted this information—now it's yours in a simple, 
workable, one-source reference. 
HINK how valuable a 24-page Wood Identifica- 
HE Reno-Kukachka Wood Identification Chart on tion Chart can be for your daily finger-tip refer- 
commercial hardwood F agene similar woods and ence. The Reno-Kukachka chart puts all the perti- 
their features side by side and plainly points out nent information right in front of you in an easy to 
differences which separates one from another. Yes understand and simple form—makes visual wood 
Sir, you'll find features not previously seen in print identification accurate and easy with just the naked 
but of untold value-in separating species quickly. eye and a hand lens. 
@ Wood Identification for your fin- @ Know the woods yeu work with! 
ger tip reference! 
@ Everybody wants to know how fo 
@ Complete education for new em- identify hardwoods! 
ployees—an excellent review for 
experienced members of your @ A one stop reference! 
staff, salesmen, buyers and yard- 
men! @ One Dollar and you'll know your 
woods! 
@ For your daily commercial hard- 
.wood identification! @ Just fill in the blank below. 
Yes Sir, send me—copies of the 24-page Reno-Kukachka Wood Identification bsoklet. 
This Wood Identification Chart is co- | am attaching $1.00 for each copy ordered. Copies will be sent postpaid. 
authored by John Reno, nationally 
known lumberman, and B. Francis 
Kukachka, wood technologist of the Sok Ee EN AM nec Soren A Lee es ett oe 
Forest Products Laboratory and prob- 
ably the nation’s foremost authority 
on Wood Identification. ERE Tae aA te Ba a ae oa ee ORT WP OI ee peter er eS 
Order your copies of the limited first 
printing today. Copies are available Os. 02 pinata sheet eailenaina ke eae ae a ee ee 
or immediate delivery. Don’t be dis- 
Ppointed — order your copy NOW. 
‘rite for quantity prices of 100 or Tr rer. ee ees 
more copies. 
VANCE PUBLISHING CORP., 139 No. Clark, Chicago 2, Illinois 
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BUNDLES of lower grade hardwood boards of random length and width are 


seen ready for shipment. Unusable portions of the board are cut out at the mill. 


By J. L. STEARNS 


Assistant Director of Research, 
Timber Engineering Company 


Year by year we learn of new 
methods, processes and ideas 
for turning wood waste into 
useful products. Although the 
first and greatest use is fuel, 
research is constantly striving 
to develop more valuable com- 
modities. 

The successful use of saw- 
mill slabs by many woodwork- 
ing plants places this form of 
utilization high on the list of 
profitable waste conversion 
methods. One large panel plant 
in Wilmington, N. C., produces 
all of its glued lumber cores 
from yellow pine slabs. Many 
softwood mills gangsaw slabs 
to obtain clear edge grain 
strips for flooring manufactur- 
ing. Others salvage all usable 
edgings and trimmer waste in 
addition to remanufacturing 
slabs for working up small di- 
mension stock. 


Millwork Products 


The use of synthetic resins 
for bonding wood particles has 
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New Products from Lumber Waste 


The lumber industry’s biggest problem—waste—is being 
licked slowly but surely. 


emerged from the laboratory 
stage. Many nationally-known 
door and panel manufacturers 
now have products on the mar- 
ket made of resin treated saw- 
dust or mechanically reduced 
wood. Certain advantages are 
realized in these boards which 
are not common to natural 
wood, notably with respect to 
dimensional stability, resist- 
ance to checks, splits, etc., as 
caused by one direction grain, 
uniformity in density, and re- 
sistance to decay. The greatest 
obstacle to more widespread use 
of waste in this field is the cost 
of the necessary plant equip- 
ment. There have been many 
strong, attractive products cre- 
ated in laboratories which, be- 
cause of the economics involved 
in mass production, have never 
appeared on the market. 


As a Soil Improver 


Out of 31 known uses for 
wood waste none has earned the 
distinction of a universal, big 
volume, conversion product. 
The most promising nominee 
for this unfilled office is soil im- 
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WOOD WASTE is being utilized here 
for the development of hardboards and 
insulation boards. 
mat is being formed from the pulp 
solution emerging from the pipe. 


A hardboard wet 






prover. A development of the 
Timber Engineering Company 
Research Laboratories under a 
program of the hardwood in- 
dustry, this new material added 
to soil improves the quality in 
much the same way as humus, 
which is decayed vegetable 
matter. 


One of the significant advan- 
tages of this material is that it 
can be made from any kind of 
wood, bark, twigs, leaves, roots, 
etc., from any species or any 
moisture content. It is the only 
practical use for all wood 
waste, and the potential market 
is an industry larger than all 
the forest industries combined 
—agriculture. With an esti 
mated 45 million tons of avail- 
able wood waste in the United 
States yearly, it would be pos- 
sible to produce about 25 mil- 
lion tons of this soil improver 
material. 

The equipment required to 
process the waste output of an 
ordinary mill is within the eco 
nomic reach of most firms. 
Tests have shown that this 
processed sawdust, when mixed 
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THIS PLANT at Lewiston, Idaho produces annually more 
than 50,000 tons of Pres-to-logs for fireplace fuel from 


otherwise waste material. 


ADVANTAGE of laminated textile mill blank over solid 


maple roller is illustrated here. 


roller 


With ordinary soil, results in 
an increased growth of plants, 
earlier ripening, and heavier 
crops. 


Conservation Measure 


Keeping wood waste at an 
absolute minimum is a form of 
Conservation which will stretch 
the timber supply just as effec- 
tively as fire protection and the 
establishment of other good 
foresiry practices. Combining 
these efforts results in an over- 
all reduction of waste, thus les- 
Senin the problem. | 
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Splits, like the one seen 
in the solid roller at the right, do not occur in the laminated 


BOWLING PINS of laminated structure are made from 
short pieces of hard maple. Most all bowling balls of the 


future, it is predicted, will hit laminated pins. 


SILVACON made f 


te 


rom the bark of Douglas fir trees is 
used in the manufacture of plastics, glues and insecticides. 
The product was developed in the Weyerhaeuser Timber 


Company’s bark products plant, Longview, Wash. 


As an example, at one large 
sawmill and planing mill small 
logs were being cut. This, 
coupled with a lack of knowl- 
edge in remanufacturing the 
lumber, resulted in so much 
waste that the boilers could not 
begin to use it all and a burner 
was kept in constant operation. 
Today that burner is cold and 
there is barely enough waste to 
fire the boilers: It all came 
about through an awakening to 
the realization that either the 
company would have to prac- 
tice good forestry and closer 
utilization or go out of business. 


A large share of the waste 
reduction at this plant came 
about following the adoption 
of a systematic utilization plan 
for slabs. A market was devel- 
oped for re-ripped edgings, and 
the lower grades of lumber 
were made to yield higher per- 
centages of usable cuttings in 
the dimension mill. 

Wood research is ever on the 
increase. Work is constantly 
under way to find markets for 
waste and methods for reduc- 
ing waste. With each passing 
year the sawdust pile takes on 
added value. 
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POINTERS 








Space Saver Display 


Closet and convenience hardware 
mounted in “in use” position on 


a door makes an _ exceptionally 
clean-cut, attractive display. It is 
far easier to picture the benefits of 
such hardware when viewed on the 
door than when seen in a pile on a 
counter. The other side of the door 
holds additional items. Be careful 
not to over-crowd the door. 

Credit Osterhage Lumber Com- 
pany, Vincennes, Ind., with this 
usable display idea. 


The Salesman's Corner 

The answering of a customer 
objection poses one of the most dif- 
ficult problems in the entire field of 
human relations. 

How to prove the other fellow 


wrong ... and have him like it? 
How to make a point .. . without 
making an enemy? Your self- 


assignment this month is to tackle 
that difficult phase of selling with 
greater skill than ever before. 

How? By answering without 
heat. 

Since head-on collision always 
generates heat, avoid countering 
customer objections with contrary 
opinions ... of your own. 

Instead of seeming to prove that 
“vou know better than he,” shift 
the onus of disagreement on to the 
shoulders of a neutral third per- 
son ... some other customer, for 
instance, whose experience with 
your product has been favorable. 

In that way, you permit your 
customer to change his mind with- 
out the humiliation of being beaten 
by you in argument. You make pos- 
sible a face-saving change of mind, 
brought about not by your personal 
victory ... but by the introduction 
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of new factual data which “puts 
the matter in a slight different 
light.” 


But, of course, there’s more than 
that to the technique of “answering 
without heat.” It is also important 
that you keep out of your voice... 
off your face . . . away from your 
words ... even the slightest trace 
of belligerency. 

As you give your answer, be- 
ware of letting your voice stamp its 
foot ... or letting the kind of an 
expression creep on to your face 
that seems to imply: 

“This objection of yours sure is 
silly. Worse yet, it’s a malicious lie. 
And I kind’a think you know it... 
you human skunk!” 

No matter how hot under the col- 
lar a roughly worded customer ob- 
jection may make you... keep the 
heat there. Don’t let it radiate out 
into an argumentative answer. 


Arguments are not won by ar- 
guers. They are won by quiet pre- 
senters of new evidence. 

—Richard C.- Borden 
The Dartnell Corp, 





Bench Sign Good Advertising 


Public service is combined with 
free advertising in this bench for 
bus passengers furnished by the 
Myrtle Avenue Lumber Co., Mon- 
rovia, Calif. For the most effective 
advertising results, such benches 
should be kept well painted and in 
good condition. 


Dealer Runs Unique Ad 


read a Blueprint 





HOME PROS- 
PECTS are _ en- 
couraged to un- 
derstand the 
details of con- 
struction the easy 
way by Master 
Merchant Russell 
E. Hobgood, who 
operates. the 
Home Builders 
Supply Co., Jack- 
son, Miss. This 
display ad (10 x 
15) on “How to 
read a blueprint” 
appeared in the 
Jackson Daily 
News. It shows 
many of the sym- 
bols the home 
builder will want 
to know in study- 
ing working 
drawings. 








SEE HOBGOOD “Your Lumber 


PLAN SERVICE 





Furnished For Your Convenience 


y 
‘end Building Material Store” = ' 
. FOR © LUMBER” © ROOFING © PAINTS [OSS ~: 
© LINOLEUM ¢ © SCREENS | ~ 
© USE OUR HOME REPAIR SERVICE : 


Home Builders Supply Co. 





PHONE 23-2759 
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Books for Calculating 


THE LUMBERMEN’S ACTUARY. By 
John W. Barry. The latest edition has 504 
pages and shows at a glance the value of 
any number of feet between 2 feet and 29,- 
000 feet at any price between $6 and $150 a 
thousand. It also shows the board feet in 
any number of pieces from 1 to 2,000 pieces 
of any thickness, and for any width from 2 
to 24 inches. It contains tables for figuring 
the cost of any number of thousands of lath 
or Shingles from $4 to $15.75 a thousand, 
and for figuring moldings, lumber bills, car 
freights, car invoices, yard inventories, odd 
sizes, wages, etc. In addition it has a table 
of measurements on wall board in 32 and 
48-inch widths, a table showing the number 
of square feet in ceilings and walls of rooms 
of various sizes, tables for estimating the 
quantities of various items of lumber, shin- 
gles, etc., required to cover given surfaces, 
a table of areas of openings, weights of lum- 
ber, ete. Tables of nails, kinds and quanti- 
ties required for various work, and other 
— of information are included. Price 
$10.00. 


Helpful Books for 


TECHNIQUE IN RIPSAWING. By J. E. 
Hyler. Helpful and comprehensive text on 
the subject from selecting the right blade 
for the job through the many versatile 
usages of the ripsaw. Includes sharpening, 
care and handling as well as discussions on 
swage setting versus spring setting, should 
ripping precede cutting to length, ripping 
tapers, bevels, etc. Price $2.00. 


CYCLOPEDIA OF BUILDING TERMS. 
64 pages of definitions, illustrations, charts 
and tables to assist lumber and building 
material dealers in the operation of their 
business. Manual on Fundamentals of light 
construction and building materials for 
lumber dealers. Exeellent presentation. 
Price 50c. 


STEEL SQUARE. By Townsend. The 
‘teel square has become one of the most 
iseful tools in the carpenter’s kit. This edi- 
‘ion follows through the construction of a 
‘welling from start to finish. Index is ar- 
anged so that the workman can turn in- 
tantly to the job in which he is interested. 
Vriee $2.25. 


SCRIBNER’S LUMBER AND LOG BOOK. 
Indispensable for lumber merchants, saw- 
mill men, etc. Vest pocket size of 1950 
pages, giving tables on scantling and plank 


‘measures, round timber reduced to square 


timber and round logs reduced to inch meas- 
ure by Doyle’s Rule, log tally calculations, 
and other valuable information. Price $1.00. 


BUYER AND SELLER. By Baughman. 
19th edition. Lumber tables showing 14,000 
different sizes and lengths, and the number 
of feet in any number of pieces at a glance. 
Useful tables for reducing feet to inches, 
vice versa. Log scales, weights and meas- 
ures, odd sizes, odd lengths, number of lath 
and the ingredients for plaster and mortar 
—just a few of the handy things to know. 
Desk Edition. Price $6.00. 


HANDY LUMBER CALCULATOR. A use- 
ful pocket size manual including a lumber 
calculator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents. 


the Lumberman 


BLUEPRINT READING. By Dalzell, 
McKinney and Ritow. A practical book of 
self-instruction on blueprint reading as ap- 
plied to the building trades. The popular 
question and answer method is utilized and 
two sets of plans are included. Price $1.50. 


HOW TO ESTIMATE FOR THE BUILD- 
ING TRADES. By Townsend, Dalzell and 
McKinney. A complete and practical book 
on the estimating of materials and labor, 
plus the actual practices of the various 
trades in handling construction details. 
Mathematics used by estimators are ex- 
plained in full. Also covered are excava- 
tions, masonry, carpentry, electricity, sheet 
metal, lath and plaster, marble and tile, 
painting, hardware, linoleum, heating and 
air-conditioning, plumbing, glass, curtains 
and shades. 629 pages with 310 illustrations. 
Price $5.50. 


CARPENTRY. By Townsend. A practical 
treatise on simple building construction, 
including framing, roof construction, gen- 
eral carpentry work, exterior and interior 
finish of buildings, building forms, and 
working drawings. An outstanding book. 
Price $2.50. 


Send your order with remittance to AMERICAN LUMBERMAN, 139 North 








Clark, Chicago 2, Illinois. All books shipped postpaid. 
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AMONG THE DEALERS 


Seattle Hoo-Hoo's 


The new Seattle Hoo-Hoo Club 
(organized last August) is growing 
rapidly. Two concatenations have 
been held within a week’s time. On 
Dec. 8th following the annual meet- 
ing of the Red Cedar Shingle Bu- 
reau, a concatenation which was 
sponsored by the Bureau initiated 
26 kittens most of whom were shin- 
gle manufacturers from Washing- 
ton and British Columbia. This 
meeting was honored with the pres- 
ence of A. H. Geiger, Tacoma, 
Wash., Supreme Arcanoper, and 
Art Hood, Chicago, Rameses 32— 
past Snark of the Universe. 

Election of officers and members 
of the Seattle Nine were: Dick 
Allen, Elliott Bay Lumber Co., 
president; Jim Carpenter, Western 
Retail Lumbermens Assn., secre- 
tary; John McCrory, Seattle Cedar 
Lumber Mfg. Co., treasurer; Art 
Jones, Elliott Bay Lumber Co.; 
Dave Falor, Ehrlich-Harrison Lum- 
ber Co.; Mel Nordquist, Nordquist 
& Engstrom; Roy Clothier, retail 
lumber dealer; Sam Hale, retail 
lumber dealer. 


Canadian Plan 


A Canada-wide plan for financing 
repairs, improvements and addi- 
tions to homes was announced at a 
meeting of the New Brunswick Re- 
tail Lumber Dealers’ Association. 

A finance company, to be known 
as Interprovincial Building Credits, 
Limited, will be launched the first 
of the new year by retail lumber 
dealers across the country. 

Through their local dealers, home 
owners will be able to make im- 
provements up to a value of $2,000, 
including materials and labor, and 
will have 24 months to pay, with 
interest at half of one per cent per 
month. The plan was designed to 
replace small loans formerly avail- 
able under the Home Improvement 
Loan Act, government-operated 
from 1937 to 1940. 

Head office of the new company 
will be at Toronto, with the Mari- 
time Provinces branch office at 
Moncton, N. B. 


Pittsburgh Meet 


The lumber dealers of Western 
Pennsylvania will hold their 44th 
Annual Convention on February 7- 
8 at Hotel William Penn, Pitts- 
burgh. 

The two day affair, which fea- 
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tures manufacturers’ exhibits, will 
actually get under way on Tuesday 
evening, February 6, when the 
Pittsburgh Association of Lumber 
Salesmen hold their traditional an- 
nual pre-convention “get-together.” 

George B. King (King Lumber & 
Supply Co.), Tidioute, Pa., current 
president of the Lumber Dealers 
Association of Western Pennsyl- 
vania, reports that roster of speak- 
ers will include some of the nation’s 
leading merchandising experts. 
Such men as Martin V. Coffey, Gen- 
eral Sales Manager of the Philip 
Carey Mfg. Co. and former Na- 
tional Vice-Commander of the 
American Legion; Daniel J. Boone, 
Merchandising Manager, Zonolite 
Company, and Ed. G. Gavin, Editor 
of American Builder Magazine, will 
discuss the industry’s outlook in the 
light of the nation’s critical defense 
and economic situation. Others 
speaking with the same general 
background in mind will be G. F. 
Hoppe, Sales Promotion Manager, 
Minnesota & Ontario Paper Co.; 
Nathan Gist, New York City; 
Joseph Leopold, Dallas, Texas; Ce- 
cil Luce, West Coast Lumbermens 
Ass’n, Washington, D. C.; Harold 
Wilson, Douglas Fir Plywood Asso- 
ciation, Washington, D. C., and 
F. W. Woomer, Pennsylvania Elec- 
tric Co., Johnstown, Pa. 


Convention Dates 


The following convention 
schedule has been corrected to 
press date. An (*) means no 
exhibits are being planned. 
January 15-16-17— Kentucky Retail 
Lumber Dealers Assn., Brown Hotel, 
Louisville, Ky. 

January 16-17-18 — Northwestern 
Lumberman’s Assn., Minneapolis Au- 
ditorium, Minneapolis, Minn. 
January 22-23-24—Western Retail 
Lumbermen’s Assn., Davenport Ho- 
tel, Spokane, Wash. 

January 24-25-26 — Southwestern 
Lumbermen’s Assn.— Municipal Au- 
ditorium, Kansas City, Mo. 

January 29-30-31—Northeastern Re- 
tail Lumbermen’s Assn.,- Hotel Stat- 
ler, New York, N. Y. 

January 29-30-31—Ohio Retail Lum- 
bermen’s Assn.—Netherlands Plaza 
Hotel, Cincinnati, Ohio. 

February 6-7-8—Michigan Retail 
Lumber Dealers Assn., Pertland Ho- 
tel & Civic Auditorium, Grand Rap- 
ids, Mich. 

February 7-8-9—Middle Atlantic 
Lumbermen’s Assn., Chalfonte-Had- 
don Hall, Atlantic City, N. J. 


February 7-8—Lumber Dealers Assp, 
of West Pennsylvania, William Pen 
Hotel, Pittsburgh, Pa. 

February 7-8-9—Mountain States 
Lmbr. Dealer Assn., Shirley-Savoy 
Hotel, Denver, Colo. 

February 13-14-15—Illinois Lumber 
& Material Dirs. Assn., Hotel Sher. 
man, Chicago, IIl. 

February 15-16—Virginia Bldg. Mtl. 
Assn., Hotel John Marshall, Rich. 
mond, Va. 

February 20-21-22—Wisconsin Retail 
Lbrm. Assn., Milwaukee Auditoriun, 
Milwaukee, Wis. 

February 22-23-24—Nebraska Lmbr. 
Merchants Assn., City Auditorium, 
Omaha, Nebr. 

February 27-28 — Indiana Lbr. & 
Bldr. Supply Assn., Murat Temple, 
Indianapolis, Ind. 

February 27-28, March 1 — Indiana 
Lumber and Builders’ Supply Ass'n, 
Murat Temple, Indianapolis, Indiana. 
March 1-2-3—JIntermountain Lbr. 
Dir. Assn., Hotel Utah, Salt Lake 
City, Utah. 

March 6-7—North Dakota Rtl. Lbr. 
Assn., City Auditorium, Fargo, N. 
Dak. 

March 9-10—West Virginia Lbr. & 
Builders Supply, Daniel Boone Hotel, 
Charleston, W. Va. 

March 14-15-16—Iowa Retl. Lbrms. 
Assn., Iowa Exhibit Bldg., Des 
Moines, Iowa. 

March 14-15—Louisiana Bldg. Mtl. 
Dirs. Assn., Jung Hotel, New Or- 
leans, La. 

March 20-21-22—Carolina Lbr. & 
Bldg. Sply. Assn., Municipal Audi- 
torium, Asheville, N. Car. 

March 21-22-23—South Dakota Ril. 
Lbrms. Assn., Coliseum, Sioux Falls, 
S. Dak. 

March 26-27—Tennessee Bldg. Mtl. 
Assn., Municipal Auditorium, Chatta- 
nooga, Tenn. 

March 29-30-31—Independent Retail 
Lbr. Dir. Assn., Radisson Hotel, Min- 
neapolis, Minn. 

April 4-5-6—Southern California Re- 
tail Lbr. Assn., Ambassador Hotel, 
Los Angeles, Calif. 

April 5-6—Mississippi Retl. Lbr. Dlr. 
Assn., Buena Vista Hotel, Biloxi, 
Miss. 

April 11-12-13—New Jersey Lbr. 
Assn., Berkeley-Carteret Hotel, As- 
bury Park, N. J. 

* April 18-19-20—Florida Lbr. & Mill- 
work Assn., Sheraton Plaza Hotel, 
Daytona Beach, Fla. 

April 22-23-24—Lumbermen’s Asst. 
of Texas, Municipal Pier, Galveston, 
Texas. 

May 17-18-19—Arizona Retl. Lumber 
& Builder Spl. Assn. 
Indefinite — Montana Retl. Lumber- 
men’s Assn. 

October 16-17, 1950—Oklahoma Lum- 
bermen’s Association, Municipal Av 
ditorium, Oklahoma City, Oklahoma. 
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TREMENDOUS physical property of The Upson Company, Lockport, N. Y., is H. R. SHEDD, left, vice-president and 
indicated by this panoramic photograph. director of sales for The Upson Com- 
L & pany, looks over the dealer award 
" certificate with J. J. Upson, the firm’s 
. administrative vice-president. 

if Dealer Award Wins 
; ‘ being mailed. The nation-wide 
_ Acclaim for Upson dealer response is seen in let- 
_ ters of acknowledgment from 
nearly every dealer who has 


k In celebration of its 40th and treated with a permanent received an award. Here are a 
z anniversary, the Upson Com- plastic finish. The certificate is few excerpts from the letters: 

pany, a pioneer of dry-built inscribed with the Upson seal, From a Richmondville, N. Y. 
4 full-wall construction, is the name of the dealer or job- dealer: “That a company so 
: ' awarding engraved plaques to ber and the number of years’ small as ours should merit an 
q all dealers and jobbers who he has consecutively repre- ‘award of appreciation’ came 
e have done business continuous- sented the company. as a great surprise.” 

ly with the company for five Several thousand of these From lowa: “It will prob- 

years or more. certificates have gone out to re- ably interest you to know that 


The plaque consists of an en- tail lumber dealers throughout during this period of time we 
graved certificate laminated on the country during the past  haven’t had what we ean vall 
small sections of Upson panels _—yyear and additional plaques are (continued on page 54) 





_ Seasous Greetings — 


PACK RIVER SALES CO. 


Representing 
Pack River Lumber Co., Sandpoint, 
Idaho 
Northwest Timber Co., Gibbs, Idaho 
Thompson Falls Lumber Co., Thompson 
Falls, Mont. 





SOLD THROUGH WHOLESALERS ONLY 








a. 4 P.O. Box 64 Peyton Build. SPOKANE, WASH 
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MERCHANDISING CLINIC 


Cue for Alert 
Merchandisers 


“A family with sufficient savings 
and income to purchase a $10,000 
house last June may find that it can 
afford only a $7000 house under less 
liberal financing terms. Because of 
the many uncertainties which lie 
ahead, such a family may want the 
$7000 house even more than the 
$10,000 house for which original 
plans had been made. If this analysis 
is correct, demand for lower price 
houses will be as intense as it was 
prior to the Korean crisis.” 

So reads the report on housing 
edited by A. M. Weiner, Dean of the 
School of Business at Indiana Uni- 
versity. 


..- Most home buyers couldn’t 
really afford to spend $10,000 
to begin with. . . . They didn’t 
have that kind of money. 


New Emphasis 
in the Right Place 


Once upon a time, $7000 was a size- 
able sum for almost any family to 
spend for a home. Then the amount 
became less forbidding as credit terms 
were relaxed. When down payments 
finally disappeared completely and 
the monthly installments were less 
than rent checks, the lump sum price 
was lost in the shuffle. It made little 
difference whether the price tag was 


$10,000 or $20,000. Buyers had every- . 


thing to gain—nothing to lose. 


. Little salesmanship was 
required in “nothing-down-and- 
35-years-to-pay” transactions. 


Sounder Terms Call for 
Better Selling 


Tightening of credit terms (to re- 
duce the velocity of the inflationary 
spiral) doesn’t mean that home build- 
ing has been ruled out of the picture. 
It still is possible to buy a $7000 
house with a down payment of only 
$500, if you are a veteran. A short 
time ago few dreamed that the time 
would ever come when a family could 
buy a home by plunking down such 
a small sum. Today such a require- 
ment is often referred to as catastro- 
phic. But not in all cases! It depends 
on the viewpoint of the seller. 


. . » Homes still are available 
to fit the lowest down payment 
necessary under the new terms. 
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Prefabs Quick to Move In 


James R. Price, president of Na- 
tional Homes, recently said: “In our 
bracket the new down payments are 
not too different than previously.” 

Since National and Gunnison (to 
mention two well-known prefab build- 
ers) both make houses that sell for 
$7000, they were quick to move in on 
the enlarged market created by the 
tightening of credit terms which 
again directed the attention of pros- 
pects to lower priced homes. As- 
suredly the size of this market ex- 
pands in direct proportion to credit 
restrictions. All of the original pros- 
pects remain and a long list of new 
ones have moved down from higher 
brackets. 


... The market is larger than 
ever and fewer home builders 
are aggressively after it. 


Smart Merchandising 


While many builders are worrying 
about what will happen to the $10,000 
to $15,000 home buyers, the prefab- 
ers have already adjusted their 
sights and have taken a lead on the 
$7000 to $8000 market. Full page ads 
promptly appeared telling prospects 
how much home they could get for 
the small down payment required un- 
der the new terms. That’s good, 
sound merchandising. 


. .. Terms that are too easy 
spoil buyers . . . and sellers 
too. 


Lost Art? 


It has been so long since it has 
been necessary to take off our coats, 
roll up our sleeves and do a real 
selling job that we may have lost the 
knack of finding prospects and turn- 
ing them into sales. For the past ten 
years, demand has exceeded supply. 
Gainful employment reached new 
highs. Money was never more plenti- 
ful. Or credit terms as liberal. It all 
adds up to the highest profit level for 
more companies than any time in our 
industrial history. 


. . . Unprecedented prosperity 
never strengthens the selling 
muscles. 


New Housing Records 


Back in the twenties, we built over 
900,000 houses in a single year. Then 
for two decades, we didn’t even come 
close to equalling the record. Then we 
tackled the job of ending the great 


housing shortage which had _ been 
growing steadily for the 20 years. 
That was when we really began to 
roll. 1950 saw all home building ree. 
ords broken to smithereens. Four 
million residential units have been 
built during the past five years. An 
average of 800,000 per year certainly 
proved we know how to build homes, 


. - - Question: Can we sell as 
well as we can build? 


Nothing Like It! 


“What do you mean ‘can we sell’?” 
someone asks. “Take a look at our 
sales record! Ever see anything like 
it?” 

The answer to that question is an 
emphatic “No.” Assuredly there never 
was anything quite like it. New rec- 
ords annually ... monthly . . . weekly 
... daily for five years! 

The cry during this busy period 
was for more goods ... not more 
salesmen. Demand was running s0 
far ahead of supply that prices shot 
skyward. Our national productive ca- 
pacity (in many building materials) 
was wholly inadequate. Every lumber 
dealer will remember the great short- 
ages in many lines which developed 
in 1950. Whatta year! 


. Another question: “How 
about next year?” 


Missing Ingredient 


Salesmanship will be more and 
more of a factor in determining what 
happens next year .. . whether it is 
homes, automobiles, television sets, 
household equipment or what have 
you. It didn’t take anything more 
than a moderate (in the lower price 
brackets) tightening of terms to show 
that we were relying too much on 
easy credits to make sales rather 
than on our selling ability. 

We should not: overlook the fact 
that more people are employed than 
ever before and that wages were 
never higher. This huge earning 
power should provide enough cash 
down payments galore even though 
the amounts may be somewhat higher 
than a few months ago. We have 4 
great many more dollars to spend 
than when the down payments (if 
they existed at all) were much higher 
than today. : 

The missing ingredient is intelli 
gent, intensive salesmanship. Easy 
credit terms are not a satisfactory 
substitute for this essential factor. 
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agent. @ Easy to stock and to inven- 
A Firpine's service to buyers includes inside tory. It stays clean and 
an. door jambs, standard lineal mouldings, cut- bright 
stock, furniture dimension and other spe- @ Architecturally correct in 
r cialty items . . . PLUS wholesale service in design 
e practically everything in Western Soft- © hy ah enalile 
woods. machined 


R. A. Holmes 
Cc. F. Mimnaugh 
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PACKAGED WINDOW AND 
DOOR TRIM 


Manufactured from Clear 


> _ Ponderosa Pine 
RSS 





Cuts handling costs 


@ Eliminates waste 












Saves distribution time 


OUR MOTTO: "If it's made of wood, We sell it". 


Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 
























R OSBOR 
Douglas Fir 


WE CUT the FINEST PEELER LOGS in the WORLD! 
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The finest timber in the world is grown on 
our McKenzie River operations: Old Growth 
yellow McKenzie River Fir. The dense rainfall 
combined with the severe winters of this re- 
gion cause the timber to grow slowly and 
consequently stronger and close grained. No 
producer can boast of finer timber than that 
from which Rosboro Lumber is manufactured. 


Only the very best peeler logs are used 
in the manufacture of our upper grades. This 
is your assurance that when you purchase 
Rosboro finish, siding, flooring, etc. you 
are getting the finest money can buy. Our 
uppers are all close grained, smooth textured, 
grade marked, kiln dried, double end trimmed, 
and end stamped with the Rosboro trade mark 
of quality. 





O LUMBER COMPANY 


SPRINGFIELD, OREGON 


West Coast Hemlock 











WHAT’S NEW 





Products .... Sales Aids .... Literature 


New Hardwood Flooring 

With the growing demand for 
block flooring, D. L. Fair now intro- 
duces Delfair Oakblok ... a sturdy 
block flooring available in 634”, 9”, 
and 1144”. Two built-in splines 
give extra ruggedness and durabil- 
ity. In addition to these splines, 
each block features five crosswise 
grooves spaced to insure complete 
rigidity when laid in mastic. In 
addition to Oakblok, the new Del- 
fair square edge strip hardwood 
flooring is also now available to 
builders who prefer this type of 
flooring. Delfair 5/16” square edge 
strip flooring comes in two widths 
—2” and 1!'2”, and is graded ac- 
cording to NOFMA standards. 
These two new products round out 
the complete line of Delfair floor- 
ing, which includes standard strip 
in all grades and sizes, prefinished 
and plank flooring. Write D. L. 
Fair Lumber Company, Dept. AL, 
Louisville, Miss. 


All-Seal Waterproofing 

Lipton All-Seal Waterproofing is 
a new, clear-liquid compound which 
solves the problem of waterproofing 
concrete, brick, plaster, stucco, 
stone, cement, tile, ceramic and 
other masonry construction and 
surfaces. It is said to be a natural 
waterproofing sealant for shingle 
roofs, all natural woods and many 
other materials; seals natural res- 
ins, prevents bleaching, splitting, 
decaying and curling. It will cover 
from 200 to 350 square feet per 
gallon, and may be applied by brush 
or low pressure garden-type spray. 
Used to waterproof canvas, sail 
cloth, etc., it will not stiffen the ma- 
terial. It is transparent, leaves no 
after stain. Will not change colors 
of materials to which it is applied. 
Helps keep exteriors and interior 
surfaces clean by retarding the pen- 
etration of water carried dirt. Sur- 
face voids are lined with this water 
repellent product, preventing the 
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entrance of moisture and erosive 
effects of weathering. It does not 
prevent “breathing”... overcomes 
surface “sweating” and deteriora- 
tion of walls. Fully guaranteed. 
Write Progressive Enterprises, 
Dept. AL, 1001 No. Vermont Ave., 
Los Angeles 27, Calif. 


GS 
MERRITT’ 
—VOTE 


Changeable Copy Signs 


A splendid example of how build- 
ing products companies are adopt- 
ing changeable copy display signs, 
for use not only in merchandising 
their products but also for public 
relations work, is to be had in the 
installation recently made_ by 
United Sound & Signal Company, 
Columbia, Pa., for Merritt Lum- 
ber Company, Pottsville, Pa. Two 
Wagner Master Multiple ‘39” 
frames, with openings 29 inches 
high by 14 feet long, were fitted 
with opal glass and accommodate 
two rows of letters. Wagner 10- 
inch red translucent plastic letters 
are used to form the copy. For new 
catalog of Wagner changeable copy 
display equipment write Wagner 
Sign Service, Inc., Dept. AL, 435 S. 
Hoyne Ave., Chicago 12, IIl. 


Self-adjusting Hanger Holds 


Solving that irksome problem of 
conveniently hanging up all manner 
of tools, gauges, parts and various 
devices of odd shapes, a new hanger 
is announced which will hold any- 
thing with or without a handle, by 
a quick, easy, simple insertion mo- 


tion, thus bringing convenience to 
the machinist, woodworker ov re- 
pair shop, along the assembly line 
or wherever implements must be 
kept orderly and within handy 
reach at all times. Self-adjusting 
sliding ring-clips provide means 
for accommodating items that are 
large or small, thick or thin. Re- 
moval is equally speedy and fric- 
tionless. Called the Grip-R, this 
hanger consists of a 22-gauge open- 
end metal shell 18” long, 224” wide 
and °<” thick, and is attractively 
finished in baked-on enamel in 
choice of white, red or cadmium 
piated. Running along the entire 
length of the shell is a series of 
slots for holding the sliding ring- 
clips. Directly in front of the line 
of slots is a 5/16” plated coil spring 
which is held in position by the 
sliding ring-clips, and at each end 
by the screws which mount the unit 
to wall, over workbench or as de- 
sired. Write Hobby Hill, Dept. AL, 
14 N. Michigan Ave., Chicago 2, Ill. 


Large Capacity Skil Drills 


Four completely redesigned elec- 
tric drills have been introduced by 
Skilsaw, Inc. The new drills (Mod- 
els 283, 2101, 2103, 2121) range in 
capacity from 12” to 34” in steel 
and up to 114” in hardwood. Field- 


engineered and tested, the new 
design capitalizes on lightness, com- 
pactness and perfect balance, pro- 
viding increased accuracy and port- 
ability to the large drill class. 
Complete ease of control and vibra- 
tion-free performance eliminate 
fatigue where continuous drilling 1s 
a necessity. The 1” and %” models 
are heavy duty, high speed drills 
weighing no more than 141% Ibs. 
and measuring less than 161” m 
length. High torque, low speed 
models are available in 54” and %4’ 
capacities, with comparable advan- 
tages in weight and length. Speeds 
run as low as 250 r.p.m. and 4s 
high as 1000 r.p.m. All models have 
die-cast aluminum alloy housings, 
over-size ball bearings, needle bear- 
ings, helical gears and geared 
chucks. Morse taper sockets are 
available in place of the geared 
chucks at no extra cost. Write 
Skilsaw, Inc., Dept. AL, 5033 Elston 
Ave., Chicago 30, Il. 
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AETNAPLY Tips 
Save You Money: 
li 


if you have no Rhino 
— use AETNAPLY tips! 


1, Storage of Plywood panels: AETNAPLY 
panels should be off the ground in racks with 
stock lying flat. Never set panels on ends or sides 
in storing. 

2. Package Plywood panels in bundles of 240+ 
or less—I2 pieces |/,"" Fir with steel strapping. 
Protect all the edges with cardboard. In Good 2 
Sides grades cover with cardboard on both sides. 

3 Install Plywood panels so that all four corners 

"are secured where possible. 

Finish both sides of panel and seal edges. (Ex- 

ample: Cupboard doors) Use REZ sealer and 


primer. 


Hl 








NEED PLYWOOD? 


Aetna may have just what you want—send in your inquiries. 


AETNA PLYWOOD & VENEER CO, 


1732 N. Elston Ave. Chicago 22, Ill. 
ARmitage 6-7100 Teletype: CG305 


BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 
SALES OFFICES: Detroit, Minneapolis, Milwaukee and Green Bay, Wis.; 
Virginia Beach, Va.; Springfield, Ill.; Marion and West Lafayette, Ind. 
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Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 


ern Hardwood stock in our own 
modern flooring plant. 


OAK 
* 


BEECH 
® 


PECAN 


Also kiln dried 
hardwoods. Mod- 
ern kiln — and 
planing mill facili- 
ties. 





ih 


K ~=""FLOoRING a 


Mabile River Saw Mill Co., Inc. 


MT. VERNON, ALABAMA 
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Famous BEEGEE Windows 


We have doubled the daily FAMOUS BEE GEE 
production of Bee Gee Win- FEATURES 
dows. Through this increase U 

in every department we are Clean the OUTSIDE 


able he amin our dealers of 
5 to 10 day delivery on every One complete factory pre- 
Bee Gee Window type and fitted unit, consisting of 
— FRAME, pre-fit glazed 
MEET THE DEMAND SASH with GLASS bedded 
Your customers will like the in putty, copper SCREEN 
variety of types and sizes and all HARDWARE ap- 
(more than 42) ‘for every plied at the factory. 
architectural demand. With CONTROLLED VENTI- 
Bee, Gee Windows you can LATION permits air to 
satisfy every taste and meet enter as desired from three 
every budget. Don’t miss out directions. 
on Bee Gee profits. Be ready TO INSTALL—simply set 
to deliver famous Bee Gee the Bee Gee Window in 
Windows promptly. the wall. 


from the INSIDE. 


Famous Bee Gee Windows are sold only through 
lumber dealers in the following states: Michigan, Ohio, 
Indiana, Kentucky, West Virginia, Pennsylvania, New York. 


GET THE BEEGEE WINDOW PROFIT STORY 
for full details . . write today .. Dept. AL-| 


manfpstnt I Paling g 
BROWN-GRAVES Co. 


AKRON 1, OHIO 
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Locking Handle for Casements 


Detroit Steel Products Company 
is now making available at no addi- 
tional cost Locking Handle, Part 
7-V-E as optional equipment on 
Fenestra residence casements where 
venetian blinds are installed. The 
regular Fenestra locking handle is 
part 7E. Both offer the well-known 
Fenestra ease of operation. The op- 
tional handle eliminates the prob- 
lem of venetian blinds being 
“marked” or broken when blinds 
are raised and lowered while the 
locking handle is in an open posi- 
tion. A maximum clearance of only 
134” is required in the wide open 
position. Write Detroit Steel Prod- 
ucts Company, Dept. AL-12, 2269 E. 
Grand Boulevard, Detroit 11, Mich. 


G 


Fluorescent Screw-in "Bulb" 


Hot incandescent work lights may 
now be converted to cool fluorescent 
simply by screwing a Lite-Mite 
“Bulb” into any ordinary lamp 
socket. Existing work lights in the 
factory, laboratory, office or home, 
remain as originally installed allow- 
ing the same flexibility plus the 300° 
rotation of the Lite-Mite “Bulb” 
shade for even more efficient focus- 
ing. The bulb contains two 4-watt 
fluorescent lamps and all control 
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components entirely within the 2” 
x 6” shade. The entire fixture is 
hardly larger than the ordinary in- 
candescent lamp, yet it produces 
over 400% more light for equal 
wattage. The smooth contours and 
modern design of the drawn alumi- 
num lamp shade offers both rug- 
gedness and pleasing appearance. 
All components are designed and 
have been tested for long life even 
under severe vibration duty. Ex- 
ternal surfaces are finished light 
gray baked enamel. Write Stocker 
and Yale, Dept. AL, Marblehead, 
Mass. 


New Electric Cable Hoist 


A new line of heavy-duty electric 
cable hoists is announced by the 
Cleveland Chain & Mfg. Co. Hoists 
are manufactured in %-, 1-, 1%-, 
2-, 3- and 5-ton capacities. They 
will be sold under the trade name 
of “BobCat” and, in addition to 
their availability through Cleveland 
Chain, will be distributed by other 
Round Associate Chain Companies 
located throughout the country. An 
outstanding Bob-Cat feature is its 
total enclosure of the motor within 
the cable drum. This greatly re- 
duces over-all dimensions and af- 
fords substantial weight savings by 
comparison with hoists that employ 
conventional exterior type over- 
hanging motors. Due to the en- 
closed hoist design, motors are com- 
pletely protected against moisture, 
splashing liquids, weather, dust and 
corrosive atmospheres. Designed 
for operation on 220, 380, 440 or 
550 volt, 3-phase, 60-cycle current, 
Bob-Cats are available with either 
pendant rope control or push-button 
control on pendant cable. Write 
The Cleveland Chain & Mfg. Co., 
Dept. AL, Broadway and Henry 
Sts., Cleveland 5, Ohio. 


Van-Packer Chimney 


Van-Packer packaged chimneys 
are perfectly adapted to the Bart- 
lett Engineered Homes that sell for 
as much as $18,500 in the tough 
Chicago market. The Van-Packer 
installation time for the 668-unit 
La Grange project of this giant en- 
terprise is three hours or less which 
helps maintain the schedule of a 
house a day completed and sold. 
Builders are invited to request com- 
plete details. The manufacturer will 
quote on specifications and the num- 
ber of houses to be built. Write 
Van-Packer Corp., Dept. AL, 134 §. 
Clark St., Chicago 3, IIl. 





Vapor Oil Burner 


The Majestic Perfect - Flame 
Vapor Oil Burner has been thor- 
oughly tested by years of service. 
It is designed to burn regular fuel 
oil with high heating efficiency. 
Made of heavy cast iron, the fire 
bowl and air diffusion ring with 
air ports scientifically located, give 
just the right mixture of air and 
oil vapor to complete perfect com- 
bustion. The constant operating, 
two-speed motor, controlled by the 
automatic valve mechanism, assures 
air flow through the burner to 
make a carbon-free fire at both 
high and low ranges. The complete 
burner with valve and blower are 
mounted on a cast iron face plate 
which ig equipped with access door 
for ease of lighting and inspecting 


fire. Write The Majestic Company, 


Dept. AL, 303-C Erie St., Hunt 
ington, Ind. 
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d. N th Whit Pi Gor Pee segs organization is geared to today’s 
n- needs. Fine pine and hardwood products are traditional 
l or erm ite Ine — Bae Stutts Mills in Thomasville and McIntosh. 
ur faith in our product is evidenced by the fact that 
Norway Pine we brand each piece with our name. 


ee he 


Look to STUTTS for SERVICE and QUALITY 





RAINY LAKE LUMBER CO. Ltd. Si 


Sales Office: INDUSTRIES, Inc. 

























































2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. Sales Office : 
Selling the Products of-J. A. Mathieu, Ltd., Rainy Loke, Ont. eeeceouananean 
For All Your Future | TQ SERVE YOU BETTER... 
Members: LUMBER NEEDS — e ° ° 
LIGHTSEY QUALITY | Our Mills are Running Day and Night to 
Supply You with Our Western Woods 
Band Sawn 
ay North Carolina Pine 
Southern Hardwoods PONDEROSA PINE 
and ; 
2 A Gaver SUGAR PINE 
ne & End-Matched DOUGLAS FIR 
-_ PINE — OAK — MAPLE — GUM WHITE FIR 
el FF FLOORING 
y. KS INCENSE CEDAR 
“4 Send your inquiries and orders to 
: Cars Lightsey Brothers 
nd Planing Mill Facilities 
m- 
g, The Ralph L. 
; \SMITH 
es 
to 
th : Lumber Company 
te , ; h 
re 
te : 
a) p22 Beotners 
v4 MILEY. SOUTH CAROLINA 


Mills: Anderson and Canby, California 


it One OF THE OUTSTANDING OPERATIONS OF THE SOUTH Sales Office: Anderson, California 
PS ® . 












Buitp. ic Propucts MERCHANDISER 39 


Lac See Se 


Hydraulic-Stroke Sander 


The improved Wysong No. 610 
Hydra-Stroke sander features 
many improvements over the first 
model introduced in 1946. The 
hydraulic pump is larger and is 
driven by a 7% H.P. motor. In 
exhaustive tests of the sander in 
use, sufficient power has been de- 
livered for continuous heavy-duty 
sanding without “kick-outs” from 
overheating. Stroke speed has been 
increased in the new model. The 
sanding pad carriage travels up to 
90 strokes per minute on an 8-foot 
stroke, 100 strokes per minute on 
a 6-foot stroke and proportionately 
faster on shorter strokes. Speed 
of stroke is changed by turning 
the hydraulic flow control dial. 
Through a new push button control 
of the length of stroke, setting up 
time is reduced. Stroke setting 
with the new control is positive. 
In tests, there has been no creeping 
change in the length of stroke. 
Write Wysong and Miles Company, 
Dept. AL, Greensboro, N. C. 


MEW COLORFUL 
f DISPLAYS! 
oA Holding 
4 Rollers - Enough 
For One Drawer 
@ A Display Box 
Holding 12 Sets 
@A Display Board 
Holding 12 Sets 
oA Seaatifal 











Roll-Eez Bearings 


A new-type, quieter roller bear- 
ing for drawers is made of genu- 
ine Tenite, a resilient, long-wear- 
ing plastic. Scientifically designed 
with a steel frame and pin, cad- 
mium plated before assembly, only 
two small nails are necessary to 
hold the bearing securely. Roller 
comes lubricated and therefore does 
not have to be oiled before being 
placed in operation. It lasts a life- 
time. Roll-Eez bearings provide 
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the pleasure and convenience of 
effortless, feather light opening and 
closing. They also save the valu- 
able labor and precious time usu- 
ally wasted in fitting, aligning and 
installing new drawers. Roll-Eez 
comes in sets of four, attractively 
packaged in an illustrated envelope 
showing the benefits, advantages 
and ease of installation. Write Roll- 
Eez Co., Dept. AL, 1309 W. Broad- 
way, Long Beach 2, Calif. 


Decorative Moldings 


Bendix Manufacturing Company 
announces production of a new 
line of decorative moldings, espe- 
cially adapted to furniture and 
cabinet trimming. Available in a 
wide variety of designs, the mold- 
ings are manufactured of many 
different varieties of wood in order 
that the pieces of furniture may 
be perfectly matched. Manufac- 
tured to the designer’s own speci- 
fications (please supply blueprints) 
the moldings are available in spe- 
cialized woods. Particularly suit- 
able for use on children’s furniture, 
Bendix also puts out a complete 
line of decorative wood ornaments, 
many imported from Belgium, 
which serve to brighten and en- 
hance otherwise drab tables, chairs, 
cribs, or even walls. For samples 
and a descriptive brochure with 
price list write Department MA-AL, 
Bendix Moulding Company, 192 
Lexington Ave., New York 16, 
N. Y. 


Monroe Adding-Calculator 


On the Monro-Matic, fully auto- 
matic figuring operations are per- 
formed by a minimum of controls 
within the span of the operator’s 
hand. And to relieve the operator 
of strain and effort, these controls, 
as well as the keyboard have “Vel- 
vet Touch” feather-light action. 
Here are a few of the Monro- 
Matic’s time-saving operating fea- 
tures. Automatic multiplication: 
all factors are set up on the one 
keyboard. Multiplication is-. fast 
and simple because zeros are auto- 
matic. Automatic shift: ope¥ator 
does not have to think of shifting 
the carriage as its action is. con- 


trolled automatically. Accumulative 
multiplication: operator merely de- 
presses the proper control; machine 
is also equipped with a constant 
and for squaring numbers. Other 
features include automatic deci- 
mals, negative multiplication, tabu- 
lation, division, clearance, and 
multiplier transfer. For descrip- 
tive brochure write Monroe Calecu- 
lating Machine Company, Ince, 
Dept. AL, 555 Mitchell St., Orange, 
N. J. 


Olympic Texterior 


Olympic Texterior, a_ sidewall 
material that accents the vertical 
lines in modern home construction, 
is made of 34” knotty red cedar 
that has been striated in an attrac- 
tive manner to bring out the natu- 
ral beauty of the wood. Many uses 
are made of this full-bodied wood 
product; once it iis applied, it is 
finished. No sanding or painting 
necessary ... all of this is done at 
the factory, and it saves both time 
and money in construction. Olympic 
Texterior is versatile enough to be 
used on both interior and exterior 
wall construction. Ideal for com- 
plete home construction, gable ends, 
entrance ways and fences on the ex- 
terior of homes and in addition 
to outside construction, this pre- 
stained cedar suggests many unl- 
usual ways to decorate recreation 
rooms and dens or to renew old wall 
surfaces with colorful, patterned 
walls. Olympic Texterior can be 
applied over existing wallpaper or 
other materials with very little ef- 
fort. Write Olympic Stained Prod- 
ucts Co., Dept. AL, 1118 Leary 
Way, Seattle 7, Wash. 


1951 Edition of Green Book 


Over 3,200 factory buyers of |um- 
ber have their listings in the 1951 
Edition of Green Book, a directory 
showing the lumber requirements 
of U. S. woodworking factories. 
Hardwood, Western and Norther 
Softwood and Yellow Pine lumber 
requirements of these 3,200 buyers 
are shown. Hundreds of big carload 
buyers have been added to the new 
issue of the Green Book, and 4 
large quantity of the firms buying 
LCL lots of lumber whose require 
ments are negligible have been de 
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No matter what your lumber 
needs—yard and shed items, ply- 
wood, doors, shingles, timbers, 
plank—MAUE can supply you to 
your utmost satisfaction. 





| SUPERIOR LUMBER SEATTLE 
L 
- MAUK 
: 95% OF DARGAN'S PINE aaa Aine 
if LUMBER IS KILN-DRIED : 
| WHOLESALE ; 
_ Practically all the southern pine lumber manufactured LUMBER e | 
_ in Dargan's Conway plant is dried in Moore kilns, SERVICE ° Save You Money 
under the same rigid quality controls that character- WILL - 
ize every step in. the making of "Superior Dargan i ae 
. 
e 
a = —-, e Rounet of retailers every- 
e MOULDI e - * ee that order- 
£ FLOORING ° ~ pl cee Mio ng 
ES ea CEILING ” as — of experi- 
E a BO ARDS e — —_ po an — ae 
e@ SIDING . table mill pe Ps neo + agen a 
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Trade Mark Registered 

ll Write Box 406C today for serene 
I BY | ists, prices, and illustrated Stee sPoy nde to owalt ti — 

: erature. : “ 
: ws sali meameek Mauk Seattle Lumber Co. 
C. a Seattle 1, Wash. 
I- DARGAN LUMBER MANUFACTURING COMPANY ienene and 
as (FORMERLY INGRAM-DARGAN LUMBER CO.) adiaeiee Pine The €.8. Mauk Lumber Co. 
id Gang Mill + Dry Kilns - Planing Mill CONWAY, S. C Toledo, Ohio 
is 
1g 
at 
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Genuine 


. rAromatics 
n- Red Cedar 
s, Closet Lining 
X- 

on 






Solid Red Cypress Panelling 
Solid Philippine Mahogany Panelling 
Kiln Dried Yellow Pine Shed Stock 


tt Solid White Ash 
f- OAK - BEECH \*" t % \\ 8 3 . Panelling 
J ASH * PECAN ‘) NAY: F Satin-finish smooth, with the 
ry ly, 


iy \ | shadowy Ash grain highlights 
In straight or mixed cars with air TENS Eee ee re prized by all wood lovers. Su- 
dried Yellow Pine Boards and Dimen- Hast A VE | perbly manufactured. %” thick, 
sion. Excellent manufacture, and ty ia. y 21 34%”",54%”" & 74%” widths, tongued 
service. HW tly\aks “se\A and grooved, V-joint. Double 

\\ ‘\' ‘\i. ploughed on back to prevent cup- 


m- For prompt attention on your needs ping. Paper wrapped and securely 
51 phone or write taped. Ideal for use wherever 
ry wood panelling of character is 


its 
es. 
70 
er 


20 Miller & Company, Inc. 
B Hardwood & Yellow Pine Lumber Robert 0. Foerster Lumber Co., Inc. 


a SELMA, ALA. and JACKSON, TENN. P.O. Box 6012 Jacksonville, Florida 


Phone 2-3642 


\M. desired. See this fine Ash panel- 
ling. Write for sample today. 








Je- Ee: Selma LD 9910 — Phones — Jackson 23761 
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leted in the 1951 Edition. Green 
Book shows every specie, grade and 
thickness of lumber used by these 
factories, along with the lumber 
buyer’s name. A new form is being 
used in the Specie Sections of the 
1951 Edition of the Green Book to 
make it easier for subscribers to 
this directory service to find all the 
users of a particular item of lum- 
ber. Write Lumber Requirements 
Company, Dept. AL, 326 Falls 
Building, Memphis, Tenn. 





Washable Lumber Crayons 


A new, washable lumber crayon 
has been developed by Celco Cor- 
poration at the suggestion of the 
Western Pine Association. Crayoff 
Lumber Crayons have been thor- 
oughly tested by Western Pine’s 
Research Laboratory and are being 
recommended to members for use. 
Crayoffs are made with a patented 
soap base that will wipe off with 
a damp cloth without marring the 
appearance or surface of the wood. 


This has proved of immense ad- 
vantage in leading lumber mills 
where Crayoff Lumber Crayons are 
now in use. Since Crayoffs wipe off 
with a damp cloth, no expensive 
sanding equipment to remove mark- 
ings is required. Thus, a mainte- 
nance cost is eliminated and, at the 
same time, Crayoffs save wood that 
sanders wear away. Again, Cray- 
offs are simple to use; no electrical 
outlets are required. Crayoffs are 
made with a soap base, so there’s 
no grease that melts into the wood 
because of sanding friction heat. 
Available in eight colors—green, 
yellow, brown, terra cotta, black, 
blue, red, and purple, Crayoffs are 
41% inches long, hexagonal in shape 
with a thickness of 1% inch from 
flat to flat. Write Celco Corpora- 
tion, Dept. AL, 1631 Tenth St., 
Santa Monica, Calif. 


Modular Kitchen Units 


Much research from the home 
economists of the nation has been 
incorporated in the new Long-Bell 
line of kitchen units. Such stand- 
ard features as two sliding shelves 
in the base units, adjustable and 
removable shelves in the wall units, 
a hidden bread board, a utility rack, 
expandable breakfast bar, and the 
adaptability of many metal accesso- 
ries makes the Long-Bell kitchen 
outstanding. Most recent addition 
to the line is a 12-inch unit hold- 
ing three sliding vegetable racks. 
Additional toe and knee space has 
been added, and the artistically cor- 
rect curved drawer fronts in each 
of the base units, provides sufficient 
space to prevent the bumping of 
knees on drawer and door pulls. 
Using the three-inch module, Long- 
Bell researchers found the three- 
inch unit of construction sufficient 
to fit the combination of units into 
most spaces. Also provided by 
Long-Bell for fill-in spaces in odd 
sized rooms, is a molding of the 
same pattern as the drawer fronts 
to give artistic continuity to the 














kitchen. The cabinets are sanded 
and ready for decoration upon ship- 
ment. Construction of the Long- 
Bell units are of clear Douglas Fir 
panels with shelves of plywood elec- 
tronically welded to sturdy fir 
frames. Long-Bell provides dealers 
with newspaper advertising mats, 
radio spot announcements, a news 
story for the homemaker’s page of 
the local newspaper, catalogs, en- 
velope stuffers and detail drawings 
as promotional aids. The kitchen 
units are distributed in either as- 
sembled or knocked down packages 
and may be shipped in mixed cars 
of lumber. Write The Long-Bell 
Lumber Company, Dept. AL, Long- 
view, Wash. 


Silaseal for Masonry Surfaces 


A stone and masonry transparent 
liquid silicone water repellent 
called Silaseal for protection of un- 
glazed exterior masonry and stone 
building materials, is said to ren- 
der surfaces and mortar joints com- 
pletely water repellent by stopping 
capillary action. The product does 
not block the pores to interfere with 
normal breathing of stone and ma- 
sonry. The transparent water re- 
pellent which contains no wax or 
oil is reported to penetrate well 
below masonry surfaces to com- 
pletely protect stone, brick, and 
concrete surfaces against water 
penetration without altering the 
natural appearance of the treated 
surface. The new repellent will 
also reduce moisture collections due 
to humid conditions on masonry, 
acoustical tile, gypsum board, and 
other insulating materials. Sila- 
seal; according to the manufactur- 
er, also reduces the need for point- 
ing mortar joints. For descriptive 
folder and sample, write The Sur- 
face Protection Company, Dept. 
AL, 16819 Euclid Ave., Cleveland 
12, Ohio. 
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"Sure-Grip" Holder 


The redesigned Stanley No. 205 
“sure-grip” Holder is a smooth 
working clip with rubber roller— 
handy for holding hats, papers, 
towels, reports, memos, wall charts, 
cards, ete. .There are no sharp 
edges to tear clothing or paper. 
Rubber roller is quiet in operation 
and will not mark or crease. Screw 
holes on holder are accessible for 
easy application. Made of wrought 
steel, Stanley No. 205 “sure-grip” 
Holder is furnished in a brown 
baked lacquer or other standard 
hardware finishes. An eye-catching 
point-of-sale merchandiser display 
ecard (CD 205) contains a dozen 
“sure-grip” Holders in bright chro- 
mium finish. Illustrations on card 
suggest to customers some of the 
many ways this holder may be 
used: Display measures 1114” x 
934”. Write The Stanley Works, 
Dept. AL, New Britain, Conn. 





Metal Nailing System 

A system for nailing to metal to 
Support gypsum board materials 
used for suspended acoustical ceil- 


ing tile and for furring in mason- 
ry wall construction is announced 
by The Mid-West Acoustical & 
Supply Company. Called Metl-Lock, 
the system is said to afford archi- 
tect and contractor new simplicity 
of erection which provides greater 
economy for the user. All parts of 
the system are incombustible, while 
close-fitting joint and end clips are 
designed to eliminate breathing and 
ghost marks. Basic parts of the 
Metl-Lock System are nailing chan- 
nel and amular nails. The channel 
utilizes an inverted V-shaped nail- 
ing course with the sides at 45° 
angles. Nailing efficiency is said 
to be greatly increased as off- 
center nails are guided from any 
point within the wide nailing course 
into the groove where they are 
strongly anchored. <A_ constant 
spring tension at both sides of the 
nailing groove in conjunction with 
the 45° angle of the nailing course 
walls provide extra grip and sup- 
port. Write The Mid-West Acous- 
tical & Supply Company, Dept. AL, 
1184 W. 69th St., Cleveland 2, 
Ohio. 
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For Gas Heating 


This International Model M7G' 


takes less than 3% square feet of 
floor space: 22144” wide x 2014” 
deep, requires only 1” clearance at 


sides and back. Warm air is circu- 
lated from bottom of furnace into 
ducts underneath wood floors or 
ducts cast right in concrete slab. 
Ducts can also be run from back, 
sides, or front of furnace directly 
above floors. A two-speed exclusive 
patented spring-suspended drum 
type blower circulates warmth 
down to floors to provide a blan- 
ket of wormth at outside walls. 
Capacity—input 75,000 BTU per 
hour; output 60,000 BTU (all alti- 
tudes). Fuel—natural, mixed, man- 
uactured or liquefied petroleum 
gases. For descriptive bulletin write 
Furnace Division, International Oil 
— Co., Dept. AL, St. Louis 10, 
0. 








Guild 'Salesmaker" 


This specially designed display 
and demonstrating stand supplies 
room for display of all Porter- 
Cable tools and the accessories that 
are sold side by side with them. 
Proper storage space for accesso- 
ries and supplies are also provided. 
The top of the stand provides 
the space, the electrical outlets, and 
facility for accessory attachments, 
which a full-fledged demonstration 
requires. This display and dem- 
onstration equipment is sold on a 
less-than-cost basis as a part of a 
complete campaign order, which 
Porter-Cable studies have deter- 
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PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 
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mined as ideal for meeting the 
winter trade potential. The Guild 
“Salesmaker,” which this display 
and demonstrating unit is called, is 
built with demountable shelves and 
base, which can be moved to coun- 
ter tops in the tool department or 
related departments. In this case 
the demonstrating bench is retained 
in a proper location strictly for 
demonstrations. Versatility of the 
unit is claimed as one of the most 
valuable features. Write Porter- 
Cable Machine Co., Dept. AL, 1651 
N. Salina St., Syracuse 8, N. Y. 





Bath and Shower Fitting 


The new Truart Wall Surface 
Bath and Shower fitting is especial- 
ly designed for solder-joint copper 
tube installations. Said to be one 
of the simplest high-grade tub and 
shower fittings yet devised, it is 
sold as a unit complete with rough- 
ing and finishing nipples, hot and 
cold valves on 6-inch centers, auto- 
matic diverter valve in spout, Ever- 
kleer self-cleaning shower head 
with ball joint, shower arm and 
flange. The valve body is connected 
in the time required to make three 
solder joints. The “Finish” need 
not go to the job until the bath- 
room wall is completed. Roughing 
nipples are the finishing nipples and 
are permanent. After the wall has 


been completed, nipples are ad-~ 


justed by saw cuts to take the 
Finish. This adjustability elimi- 
nates need for special parts regard- 
less of differences in depths of 
partitions or variations in thick- 
nesses of walls. Complete fitting 
may be removed and replaced with- 
in a few minutes without breaking 
into or defacing the wall. No wall 
access panel is needed with this fit- 
ting. Exposed valves on the face 
of wall eliminates the hazards of 
leaks within the wall. Write Briggs 
Manufacturing Co., Plumbing Ware 
Division, Dept. AL, 3001 Miller 
Ave., Detroit 11, Mich. 
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125 Inter-Mix Colors 


Seidlitz Paint & Varnish Com- 
pany announces the availability of 
Seidlitz MultiTint in 125 Inter-Mix 
Colors. These new decorator colors 
are achieved by simple, accurate, 
equal part inter-mixes of the basic 
36 MultiTint colors. Seidlitz dealers 
can now render an expanded color 
service without increasing their 
present stock, and with no added 
color investment. An _ attractive 
leather bound MultiTint Color Se- 
lector is available to Seidlitz Multi- 
Tint dealers showing the 125 new 
decorator colors arranged in color 
families. The Color Selector con- 
tains room silhouettes to assist the 
customer in visualizing the effect 
of various color combinations in the 
home. The 125 colors shown were 
chosen from over 1,200 possible 
color combinations in a color survey 
recently conducted by the Seidlitz 
Company and associated manufac- 
turers. Write Seidlitz Paint & Var- 
nish Co., Dept. AL, Eighteenth and 
Garfield Sts., Kansas City, Mo. 





New Integralock Line 


A new, lighter duty model of the 
Sargent Integralock is designed 
especially for residential entrances. 
The Integralock is a mortise lock- 
set with a sealed, tamperproof case, 
offering the security of a deadbolt 
and a protecting shearpin in the 
knob, yet requiring an extremely 
small mortise. A new design of 
knob and trim to harmonize with 
modern decor distinguishes the 
series. It was specially created to 
sell at a modest price for apart- 
ments, housing developments and 
individual residences because so 


many housewives enjoy the sense 
of protection that comes with the 
turn of a deadbolt, a feature pre- 
viously offered only in more ex- 
pensive locks. The model features 
the popular key-in-knob action and 
is offered with either round or 
square escutcheon plates in four 
finishes. Write Sargent and Com- 
pany, Dept. AL, 45 Water St., New 
Haven, Conn. 


SEND FOR THESE: 


The “Thrifty Third” Grade of 
Northern Hard Maple Flooring is 
used not only in bedrooms of per- 
manent residences and apartments, 
but is also specified more and more 
for motor courts, low-cost housing 
and slum clearance projects. “Thrifty 
Third” Maple is said to present no 
obstacle in individual preference of 
floor finishing procedures. If a uni- 
form color is desired, it is an easy 
matter to apply the newly-created 
“color sealers” to the floor. The 
colors are mixed with the penetrat- 
ing sealer by the manufacturers and 
these sealers are easily and effec- 
tively applied if the instructions are 
followed carefully. The popular colors 
are the browns, but pastel shades 
of other hues are in demand among 
homemakers who have the time and 
opportunity to change decorative 
schemes frequently. For a free copy 
of the MFMA, leaflet fin color on 
“Thrifty Third’ Grade Maple Floor- 
ing, write Dorothy Clarke, Dept. AL, 
Box 678, Oshkosh, Wis. The leaflet 
shows the attractive interiors of a 
motor court group. 


“A Yardstick of Filing Cost and 
Efficiency,” presents costs broken 
down in detail and clearly substan- 
tiated by charts and tables relating 
to the creation and operation of files. 
Performance statistics from operating 
files are summarized, characteristics 
of equipment revealed, and simple 
criteria developed to assist manage- 
ment in appraising the cost and per- 
formance of its own files. The hand- 
book has a complete bibliography and 
draws pertinent material from author- 
itative sources in the field. Included 
is a simple, self-evaluating question- 
naire by which management can ac- 
curately measure its own filing effi- 
ciency against recognized standards 
and interpret its findings into concrete 
action for the improvement of its fil- 
ing procedures. Write Remington 
Rand, Inc., Dept. AL, 315 Fourth Ave., 
New York 10, N. Y. 


Promotional helps for dealers, fea- 
turing the new wider Strand 9’ x 7 
all-steel garage door, are described 
in a two-color broadside just released 
by Strand Garage Door Division of 
Detroit Steel Products Company. This 
big mailing-piece lists ‘dealer helps 
available in promoting the new door, 
outlines sales points, and describes 
the Strand national advertising. 
Opened up, the broadside serves as an 
attractive two-color wall poster, 17” x 
22”. For copies of the broadside, 
write Strand Garage Door Division, 
Detroit Steel Products Company, 
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Dept. AL, 2244 E. Grand Bivd., De- 
trot i, Mich. 


Material handling case studies have 


been made by field men of The 
Rapids-Standard Company, Inc. These 
four-page folder field reports out- 
line the problem and solution of spe- 
cific applications for lumber and 


building materials dealers. Results of 
new methods are given in statistical 
form. In many cases a floor-plan 
drawing is included. All reports show 
installation photographs with descrip- 
tive captions. For copies write The 
tapids-Standard Company, Inc., Dept. 
AL, 239 Rapistan Bldg., Grand 
Rapids, Mich. 


“How to Care For Your Floors,” is 
a handbook available from S. C. John- 
son and Son, Ine. In addition to a 
pictorial presentation on the correct 
ways to remedy 16 different types of 
floor ailments, it contains step-by- 
step instructions for the normal 
maintenance of practically every type 
floor and floor covering. Among the 
common floor care problems solved 
in this new booklet are cracking, 
curling, drying out of rubber tile, 
wax pile up on all types of floors, 
tackiness, lack of water resistance, 
oil soaking on wood floors and yellow- 
ing of terrazzo. Each case receives 
individual treatment in the form of 
separate pictures of the malady and 
individual cures. Write S. C. Johnson 
and Son, Inc., Dept. AL, Racine, Wis. 


Black Panther (catalog No. 1) 
illustrates a line of glass cutters, 


glazier points, putty knives, wall 
scrapers, wood scrapers, linoleum 
knives, hammer and axe wedges, and 
electric floor polishers. The carboloy 
cutting wheel, in glass cutter No. 7, 
designed for professional use, is 
mounted on a special axle. If the 
wheel becomes dull, the cutter is re- 
turned to the factory for resharpen- 
ing. Black Panther also makes loose 
carboloy wheels for production ma- 
chines which cut glass in great 
quantities. The manufacturer’s gla- 
ziers’ points are thin, uniform, tri- 
angular, zinc coated. Scrapers and 
knives are available in many styles 
and sizes. Axe and hammer wedges 
are light, tough, aluminum-magnesium 
alloy. Write Black Panther Tool 
Company, Dept. AL, 401 North Broad 
St., Philadelphia 8, Pa. 


“Make Your Attic Picture Pretty 
with Douglas Fir Plywood” is an addi- 
tion to the sales literature for the 
present and the future. It is a folder 
that will help lumber dealers and 
others develop the remodeling mar- 
ket for plywood. which promises to 
be relatively more important in the 
period ahead. The booklet is being 
mailed to distributors and their sales- 
men. A folder also will go forward 
to retail lumber dealers ‘offering the 
booklet upon request. Advertisements 
in January 1951 magazines for retail 
lumber dealers and builders will fea- 
ture the “picture pretty” remodeling 
idea as will the February plywood 
advertisements in American Home 





and Better Homes and Gardens. Book- 
lets are available in quantity, the 
cost being $60.00 per 1,000, or half 
the printing cost. There is space on 
the back cover for imprinting, the 
cost of the imprinting being $9.00 
for the first 1,000 and $4.00 for each 
additional 1,000. Write Douglas Fir 
Plywood Association, Dept. AL, Ta- 
coma 2, Wash. 


Athletic equipment can be kept in 
top shape by applying a thin coating 
of shellac over all items made of 
wood. The life and durability of such 
articles as baseball bats, fishing rods, 
golf clubs and tennis racquets are 
virtually doubled, authorities claim. 
With the help of a few coats of 
shellac, unfinished furniture can be 
made to look exactly like completely 
decorated pieces. For a free booklet 
entitled “How to Use Shellac for 
Best Results” write The Shellac In- 
formation Bureau, Dept. AL, 65 Pine 
st., New York 5, N. Y. 


“Nukemite”, a 10-page brochure, 
includes properties and applications 
of synthetic resin, acid and alkali re- 
sistant coating. Nukemite affords 
protection from severe corrosive con- 
ditions to metal, concrete and wood 
surfaces exposed to chemical attack. 
The resin film is leak-proof, odor- 
less and non-contaminating. Nukemite 
is, in no way similar to oil base 
paints except in method of applica- 
tion. For copy of brochure write 
Nukem Products Corporation, Dept. 
AL, Buffalo 20, N. Y. 
















wouldn’t you rather sell THE wall tile 
that’s guaranteed and bonded? 


STEEL WALL TILE 


(backed by NATIONAL SURETY CORPORATION, with surplus to policy holders in excess of $21,000,000) 
OHIO CAN & CROWN CO., MASSILLON, OHi0 


is the only tile guaranteed and bonded! 








Gives Siding Jobs Improved 





Protection and Appearance 








tails write 
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On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips .. . 
oxidized zinc . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 


BUGHER MANUFACTURING CO. 
- 211 South Main Street, Kokomo, Ind. 





Made of 










D. M. McCLintock LUMBER Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 


Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 


Exclusive Mill Agents 


Shingles 
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Editorial Index for 1950 


Master Merchants of the 
Light Construction Industry 


Keep the Trade at Home, Crane- 
Johnson Co., Inc., West Fargo, N. D.; 
Ward D. Briggs—Jan. 14, p. 56. 

King’s — Master Merchants from 
Minnesota, Frank King, Sr., Frank 
King, Jr., and Charles King, Grand 
Rapids, Minn.—Feb. 25, p. 40. 

Master Merchant Schaffer Sells 
Service, Quality, Allen W. Schaffer, 
Schaffer Lumber Company, Jackson, 
Mich.—Mar. 25, p. 36. 

Short Easy Lesson in Merchandis- 
ing, Ed. W. Taylor, Taylor Lumber 
Co., Houston, Tex.—June 3, p. 54. 

Formula for Profitable Retailing, J. 
F. Smith, J. E. Smith & Co., Inc., 
Waterbury, Conn.—July 1, p. 28. 

Serving the New Home and Remod- 
eling Market, J. E. Smith & Co., Inc. 
(2nd in series of articles), Water- 
bury, Conn.—July 15, p. 78. 

1. Training Personnel 2. Controlling 
Costs 3. Credit Policies, J. E. Smith & 
Co., Inc. (3rd in series of articles), 
Waterbury, Conn.—July 29, p. 34. 

Serving the Consumer, J. D. Braman, 
Braman Lumber & Hardware Co., 
Lake City, Wash.—Sept. 23, p. 38. 

This Prize Window Pulls Customers, 
Braman Lumber & Hardware Co., 
Lake City, Wash.—Oct. 7, p. 78. 

How to Sell Building Packages 
-Profitably, O & N Lumber Co., Me- 
nomonie, Wis.—Dec. 2, p. 28. 


Display Ideas 


Remodeling Sales for Profits, Su- 
perior, Wis.—Jan. 14, p. 66. 


Home-Building Prospects See Ma- 
terials In Use, Foster Lumber & Con- 
struction Co., Valparaiso, Ind.—Mar. 
41, p.. 96. 


Contractors Like to Buy at Markel’s 
(Markel, Inc.), New Orleans, La.— 
Mar. 11, p. 80. 


Designed for Fast Efficient Service, 
Sweet Lumber Co., Kansas City, Mo.— 
Apr. 22, p. 42. 


This Is One Way to Boost Summer 
Sales—Apr. 22, p. 34. 

Tile Displays Boost Sales 50 Per- 
cent, Post Lumber Co., Point Pleasant, 
N. J—June 3, p. 69. 

Women Buy Nails in St. Louis Store, 
Ceniral Hardware & Lumber Co., St. 
Louis, Mo.—June 3, p. 70. 

Special Display Sells Work Gloves, 
Pacific Beach Lumber Co., Pacific 
Beach, Calif—July 1, p. 42. 

Tool Display Halts Outgoing Cus- 
tomers, Encinitas Lumber. Co., Encin- 
itas, Calif—July 1, p. 43. 

Display Panels Aid Wallpaper Cus- 
tomers, Waples Lumber Co., Galves- 
ton, Tex.—July 15, p. 76. 

This Prize Window Pulls Customers, 
Braman Lumber & Hardware Co., 
Lake City, Wash.—Oct. 7, p. 78. 

Advertising, Promotion and Display 
Ideas for Christmas 1950—Oct. 7, p. 82. 

Supply Market for Paint Access- 
ories, Davidson & Case Lbr. Co., Okla- 
homa City, Okla.—Oct. 7., p. 102. 

Tool Sign Helps Triple Sales— 
Ward’s, St. Andrew, Fla.—Oct. 7, p. 
104, 

Eye-Level Display of Asphalt Sid- 
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ing‘and Roofing, People’s Planing Mill, 
Punxsutawney, Pa.—Oct. 21, p. 55. 
Do Your Windows Make ’em Stop 
and Shop? (15 Ways to Make More 
Sales Thru Windows)—Nov. 4, p. 70. 
Chicago Store Features Excellent 
Layout, Town Lbr. & Bldg. Materials 
Co., Chicago, Ill—Nov. 4, p. 80. 
Interest Getter, Bargain Table Dis- 
play by American Coal & Supply Co., 
Fort Wayne, Ind.—Nov. 4, p. 82. 
Signs Help Sell, J. J. Jones Co., Mil- 
waukee, Wis.—Nov. 4, p. 84. 
Proper Display Is Essential to Store 
Selling—Dec. 2, p. 52. 


Low-Cost Housing 


Compact Cape Cod Style Offers 
Large Home Features in Medium 
Price Field (AL House Plan of the 
Month) No. 50-1—Jan. 14, p. 76. 

Economy is Keynote of this Ranch 
Style, No. 50-2 1612 Sq. Feet (AL 
House Plan of the Month)—Feb. 11, 
p. 86. 

Low-Cost Housing in Iowa, Iowa 
dealer finds big market for low-cost 
housing that is properly developed 
and financed, Henry S. Wormhoudt, 
Ottumwa, Iowa—Mar. 11, p. 84. 

How ‘“Mobilhomes” Produce Quality 
Houses, Long-Bell Mobilhome Com- 
pany, Amarillo, Tex.—Mar. 11, p. 86. 

Economy House, No. 50-3 (AL House 
Plan of the Month)—Mar. 11, p. 88. 

Home for Modern Farm Family (AL 
House Plan of the Month)—May 6, 
p. 63. 

Tenant House Has Charm and 
Economy (AL House Plan of the 
Month) No. 50-5—June 3, p. 68. 

Medium-cost House for Medium- 
size Family (AL House Plan of the 


Month), No. 50-6—July 1, p. 40. 


Management 


Plan for Progressive Management 
(Part I), Davis Lumber Co., Hutchin- 
son, Kan.—Mar. 25, p. 46. 

Plan for Progressive Management 
(Part II), Hutchinson, Kan.—Apr. 22, 
p. 40. 

How to Control Your Purchases, In- 
ventories and Sales, Davis Lbr. Co., 
Hutchinson, Kan.—Nov. 18, p. 46. 


Advertising and Promotion 


Homespun Humor Combined with 
Selling Copy, Russell, Beazel and 
Clinton Strait, Aurora, Colo.—Jan. 14, 
p. 60. 

Manufacturers’ Trademarks Catch 
Consumer’s Eye, Stark Lumber Co., 
Denver, Colo.—Jan. 14, p. 60. 

Gift Certificate with a New Twist, 
Grossman’s, Quincy, Mass.—Jan. 14, p. 
60. 

Young Men with Ideas, Dumont Coal 
& Lumber Co., Dumont, N. J.—Jan. 28, 
p. 33. 

Planning Your Advertising Program, 
by Robert N. Aylin, president, Aylin 
Advtg. Agency, (1st series), Houston, 
Tex.—Jan. 28, p. 38. 

Sporting Goods are Traffic Builders, 
California dealer’s guns & reels have 
great advertising value, Bay Lumber 


& Supply Co., Coronado, Calif.—Jan, 
28, p. 42. 

New Store Answers Every Building 
Need, Forrest Lumber Co. (Big Ad- 
vance Promotion for New Store), Lub. 
bock, Tex.—Feb. 11, p. 88. 

Planning Your Advertising Program, 
by Robert N. Aylin, president, Aylin 
Advg. Agency (2nd Series), Houston, 
Tex.—Feb. 11, p. 90. 

On-the-Spot Demonstration Sells Ap- 
pliances, Griffin Lumber and Builders 
Supply Co., Chula Vista, Calif.—Feb. 
11, p. 94. 

Planning Your Advertising Pro- 
gram, by Robert N. Aylin, president, 
Aylin Advtg. Agency (3rd _ series), 
Houston, Tex.—Feb. 25, p. 52. 

How to Build a Home... and En- 
joy Doing It, Temple Lumber (Co. 
Houston, Tex.—Mar. 11, p. 76. 

Contractors Like to Buy at Markel’s 
(Markel, Inc.), New Orleans, La.— 
Mar. 11, p. 80. 

Planning Your Advertising Program 
by Robert N. Aylin (4th Series), Mar. 
11, p. 98. 

Letters Build Good Will, Step up 
Collections, Richards and Krueger 
Company, New Braunfels, Tex.—Mar. 
25, p. 42. 

This is One Way to Boost Summer 
Sales—Apr. 22, p. 35. 

Designed for Fast Efficient Service, 
R. L. Sweet Lumber Co., Kansas City, 
Mo.—Apr. 22, p. 42. 

Nat'l Retailers Endorse Highway 
Sign Program; sign marked “Where 
Your Home Begins” put out by Nat'l 
Advertising Co., Waukesha, Wis.— 
May 6, p. 68. 

Free Woodworking Shop for Hob- 
byists, Best Lumber Co., Milwaukee, 
Wis.—May 20, p. 64. 

“Calling the House Doctor—”, Pot- 
latch Yards, Inc. (Several Yards in 
Pacific Northwest)—June 3, p. 57. 

Dealers Promote Kitchen Sales from 
Coast to Coast—June 17, p. 58. 

Ad Sells Specialty Product for New 
Orleans Dealer, Stone Lumber Co., 
New Orleans, La.—July 1, p. 42. 

Unfinished Furniture Proves Strong 
Item for Year-Round Promotion—July 
15, p. 66. 

Unusual Ad Used to Promote Paint, 
Bremerton Lumber Co., Bremerton, 
Wash.—July 15, p. 76. 

Modern Homes Keynote Chicago 
— of 1950, Chicago, Ill.—July 29, 
p. 22. 

Walt’s Workshop Makes Friends— 
and Customers (program sponsored 
by Edward Hines Lumber Co.), Chi- 
cago, Ill.—July 29, p. 32. 

Practical Home Improvements (com- 
plete text of Consumer Book — 24 
pages)—Aug. 12, p. 64. 

Noticero (newscast) “Blackstone”, 
Blackstone Lumber Co., radio pro- 
gram, Fresno, Calif—Aug. 12, p. 94. 
New Twist in Merchandising, B. A. 
Chaplow Lumber Co., Detroit, Mich.— 
Aug. 12, p. 130. ; 

“Specials” Build Night Traffic for 
Connecticut Firm, Capitol City Lbr. 
Co., Hartford, Conn.—Aug. 26, p. 32. 

Fort Wayne Retail Store Gets the 
Business—American Coal & Supply 
Co., Fort Wayne, Ind.—Sept. 23, p. 46. 

Consumers Use Yellow Pages (re: 
Classified Telephone Advertising)— 
Sept. 23, p. 55. 
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Advertising, Promotion and Display 
Ideas for Christmas 1950—Oct. 7, P. 
82. B 

Dealers Fight Applicators—Oct. 7, 
», 106. 

Wood Window Men Design Ad Kit 
Oct. 7, p. 107. 

How to Get Good Publicity in Your 
Local Newspaper by Everett B. Wil- 
son, NRLDA—Nov. 4, p. 64. 

Self Order Panels Win Customer 
Approval (Super-market displays on 
colorful boards in Forest City Ma- 
terial Co.), Cleveland, Ohio—Nov. 4, 
». 68. 
eo Visual Aids Improve Your 
Sales and Service—Film information 
—Nov. 18, p. 38. 

Special Theme Ties Multi-Item Ads 
Together (Lieber’s, Long-Bell Lbr. 
Co., Waples Lbr. Co., Hill-Behan Lbr. 
Co.)—Dec. 2, p. 42. 

Films for the Dealers’ Use _ (In- 
cludes Alphabetical Listing of Films 
Available)—Dec. 2, p. 44. 

How to. Merchandise Pressure- 
Treated Lumber—Dec. 16, p. 76. 


Materials Handling & Equipment 


Efficient Wareshouse Layout Plus 
Mechanical Equipment Spells Speedy 
Product Handling for Burritt’s, A. W. 
Burritt Company, Bridgeport, Con.— 
Feb. 11, p. 78. 

Mechanical Equipment Cuts Lum- 
ber Handling Costs—Mid-City Lum- 
ber Co., Milwaukee, Wis.—Feb. 11, 
p. 80. 

Built-in Rooms Help Sell Materials 
—Rittenhouse & Embree Co., Chicago, 
Ill—May 20, p. 60. 

Mobile Band Saw Offers Special 

Protection—Mid-City Lumber Co., Mil- 
waukee, Wis.—May 20, p. 69. 
Small Town Dealer Finds Rental 
Equipment Valuable—Seneca Lumber 
& Millwork Co., Fostoria, Ohio—June 
3, p. 62. 

How City Yard Operates Rental 
Business, A.B.Z. Lumber Co., Denver, 
Colo.—June 3, p. 63. 

Moving Materials in Volume, Gate 
City Lumber & Supply Co., Ft. Lau- 
derdale, Fla—July 1, p. 36. 

How to Paint a House—July 15, p. 
> 

Know the Easy Steps in Sanding 
Floors .. . To Increase Your Profits. 
by L. F. Steele, Amer. Floor Surfac- 
ing Machine Co., Toledo, Ohio—July 
15, p. 82. 

Bader Stores Its Lumber on Wheels, 
John Bader Lumber Co., Chicago, III. 
—July 29, p. 26. 

Study of Distribution of Building 
Materials, by Warren Hayes—July 29, 
D. 28. 

Whip Saw Important Tool in Early 
House-building Days, Whitesburg, Ky. 
—Aug. 12. n. 96. 

Store-Warehouse Unit Designed for 
Efficieney—Wright-Bachman Lumber 
Co., Charleston, W. Va.—Aug. 26, p. 33. 
_Versatile Delivery Truck Has Spe- 
cial Features—Ehrlich-Harrison Co., 
Seattle, Wash.—Oct. 7, p. 104. 

Siinplified Paint Inventory, Cowley 
Lumber & Hardware Co., Olathe, Kan. 
Oct. 2b. woe. 

Making the Most of Mechanical 
Handling Equipment (Forrest Lumber 
Co.), Lubbock, Tex.—Nov. 4, p. 62. 

Rules to Help You Keep on Top of 
the Materials Allocation System— 
Nov. 4, p. 76. 

Heivy Work Made Easy (loading 
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cement), Osterhage Lumber Co., Vin- 
cennes, Ind.—Nov. 4, p. 84. 

Wood Treating Service Pays—Miller 
Lumber Co., Kalamazoo, Mich.—Nov. 
4, p. 87. 

Annual Inventory Method that 
Saves Time—Nov. 18, p. 44. 

How to Control Your Purchases, 
Inventories and Sales, Davis Lbr. Co., 
Hutchinson, Kan.—Nov. 18, p. 46. 

The Material Outlook for 1951— 
Dec. 16, p. 54. 


Employee Education 


N. GC. State College, Raleigh, N. C. 
Subjects: Prep. of Stock for gluing, 
Charac. of various glues & techniques 
of Plywood panel gluing—Mar. 25, p. 8. 


New and Remodeled Stores 


New Store Answers Every Building 
Need, Forrest Lumber Co., Lubbock, 
Tex.—Feb. 11, p. 88. 

“New Face” in Nampa, Idaho— 
Lloyd Lumber Co., Nampa, Ida.—Feb. 
11, p. 108. 

Schroeder San Antonio Office Gets 
Face Lifted, Alexander Schroeder 
Lumber Co., San Antonio, 'Tex.—Feb. 
it, p. 94. 

New Merchandising Face, Lima 
Lumber Co. (C. V. Wolfe), Lima, Ohio 
—Feb. 25, p. 46. 

Home-Building Prospects See Ma- 
terials in Use, Foster Lumber & Con- 
struction Co., Valparaiso, Ind.—Mar. 
11, p. 96. 

Smart Looking New Store Opens 
in South Dakota, Big Stone Lumber 
Co., Big Stone, S. D.—Aug. 12, p. 100. 

New Store Plus New Products 
Equals New Customers, Hill-Behan 
Lumber Co., Aurora, Ill—Aug. 26, p. 30. 

Consumers-Contractors Buy Here, 
Osterhage Lumber Co., Vincennes, 
Ind.—Aug. 26, p. 34. 

Remodeling Boosts Business 80%, 
Nowata, Okla.—Aug. 26, p. 39. 

Women Like New Store, Alamo 
“1 ig Co., Bay City, Tex.—Aug. 26, 
p. 41. 

Remodeling and Additions: Big 
Business—Sept. 9, p. 124. 

Remodeled Store Features Hard- 
boards, Banbury Lumber Co., Dan- 
ville, Ohio—Sept. 23, p. 54. 

Dealer Remodels Store (Geo. J. 
Storck & Son), Baltimore, Md.—Nov. 
4, p. 86. 

Remodeled Store Increases Idaho 
Dealer’s Sales, Madison Lbr. & Mill 
Co., Lewiston, Ida.—Nov. 4, p. 88. 

Precast Cement House Introduced, 
American Bildrok Co. Opens New 
i Store, Chicago, Ill—Nov. 4, p. 

New Warehouse Speeds Materials, 
Barney Stewart Lumber, Inc., Okla: 
homa City, Okla.—Nov. 18, p. 54. 

Cincinnati’s New Retail Store, Rose 
Brothers Co., Cincinnati, Ohio—Nov. 
13, p. G8. 

New Store Dramatizes Materials, 
Harriman Lbr. & Coal Co., Between 
Independence and Kansas City, Mo. 
—Nov. 18, p. 60. 

Forrest Opens New Texas Yard, 
Forrest Lbr. Co., Slaton, Tex.—Nov. 
18, p. 64. 

Sporting Goods are Traffic Builders, 
Bay Lumber & Supply Company, Cor- 
onado, Calif.i—Jan. 28, p. 42. 

Wisconsin Dealer Sells Barn Equip- 
ment, Eastman-Cartwright Lumber 
Co., Lancaster & Platteville, Wis.— 
May 6, p. .56. 


Motorists Like This Store, The 
Adams-Hammett Store at Shreveport, 
La.—June 3, p. 64. 

This Is How Herb Blackstock 
Handles Customers, H. W. Blackstock 
Lbr. Co., Seattle, Wash.—June 3, p. 76. 

Package Kitchens Are Big Business, 
Central Lumber Co., Stockton, Calif.— 
June 17, p. 50. 

Czerwiec’s Sells Kitchens, Czerwiec 
Lumber Co., Chicago, Ill.—June 17, p. 
52. 

Moving Materials iv Volume, Gate 
City Lumber & Supply Co., Ft. Lau- 
derdale, Fla.—July 1, p. 36. 

Consumer Is King at Long-Bell’s 
Model Store, Kansas City, Mo.—July 
1, p. 38. 

Every Woman Is A Good Paint Pros- 
pect, Prescott Lumber Co., Prescott, 
Ariz.—July 15, p. 62. 

Make Every Month A Good Paint 
Month, Main Lumber & Plywood Co., 
Elkhart, Ind.—July 15, p. 64. 

Dealers Paint Sales Average $1.50 
Per Capita, Higginbotham Bros. & Co., 
Stephenville, Tex.—July 15, p. 68. 

Color Bar Helps Dealer Double His 
Paint Sales, Terry Road Lumber Yard, 
Jackson, Miss.—July 15, p. 74. 

Housewives Like New Paint Depart- 
ment Atmosphere, Strait Lumber Co., 
Aurora, Colo.—July 15, p. 76. 

Unusual Ad Used to Promote Paint, 
Bremerton Lumber Co., Bremerton, 
Wash.—July 15, p. 76. 

Display Panels Aid Wallpaper Cus- 
tomers, Waples Lumber Co., Galves- 
ton, Tex.—July 15, p. 76. 

Home Decoration Service Offered 
by New Long-Bell Store, Kansas City, 
Mo.—July 15, p. 77. 

On-The-Spot Paint Demonstration Is 
Open-House Feature, General Lumber 
and Supply Co., Berkeley, Calif.—July 
£B;; Di. Te. 

Serving the New Home and Remod- 
eling Market—J. E. Smith & Co., Inc., 
Waterbury, Conn.—July 15, p. 78. 

Gate City Sash & Door Folder Wins 
Award, Ft. Lauderdale, Fla.—July 
15, p.. 110. 

Ruberoid Completes New Felt Mill 
Addition, The Ruberoid Co., Mobile, 
Ala.—July 15, p. 112. 

Bader Stores Its Lumber on Wheels, 
John Bader Lumber Co., Chicago, I1l.— 
July 29, p. 26. 

One Exhibit House Sells Seven- 
Peek, Hightower Lumber & Supply 
Co., Cedartown, Ga.—July 29, p. 30. 

1. Training Personnel 2. Controlling 
Costs 3. Credit Policies, J. E. Smith 
& Co., Inc“, Waterbury, Con.—July 29, 
p. 34. 

The Champs, Wis. Dealers Claim 
World’s - Wrestling Title, Howard 
Blazer & Co., Green Bay, Wis.—Aug. 
12, p. 90. 

New Warehouses Speed Deliveries 
and Lower Freight Costs on Better- 
Bilt Doors, Better-Bilt Door Co., Egg 
Harbor, N. J.—Aug. 12, p. 128. 

New Twist in Merchandising, B. A. 
Chaplow Lumber Co., Detroit, Mich.— 
Aug. 12, p. 130. 

New Store Plus New Products 
Equals New Customers, Hill-Behan 
Lumber Co., North Aurora, Ill.—Aug. 
26, p. 30. 

“Specials” Build Night Traffic for 
Connecticut Firm, Capitol City Lum- 
ber Co., Hartford, Conn.—Aug. 26, p. 
$2. 

Store-Warehouse Unit Designed for 
Efficiency, Wright-Bachman Lumber 
Co., Charleston, W. Va.—Aug. 26, p. 
33. 
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Consumers-Contractors Buy Here, 
Osterhage Lumber Co., Vincennes, 
Ind.—Aug. 26, p. 34. 

New Conference Room Sells Many 
Jobs, G. J. Apel Lumber Co., San- 
dusky, Ohio—Aug. 26, p. 36. 

Services Help Sell, Canyon Road 
Lumber Co., Beaverton, Ore.—Aug. 26, 
p. 38. 

Remodeling Boosts Business 80%, 
Nowata, Okla.—Aug. 26, p. 39. 

New Windows Boost Sales, Encini- 
tas Lumber Co., Encinitas, Calif.— 
Aug. 26, p. 40. 

Women Like New Store, Alamo 
Lumber Co., Bay City, Tex.—Aug. 26, 
p. 41. 

Ohio Dealer Uses New Point-of- 
Sale Aid (Wayne Lumber Co.), Toledo, 
Ohio—Sept. 9, p. 122. 

Fort Wayne Retail Store Gets the 
Business, American Coal & Supply 
Co., Fort Wayne, Ind.—Sept. 23, p. 46. 

Insulation Sales, How One Firm 
Makes Them, W. C. Buchanan Lumber 
Co., Sioux Falls, S. D—Sept. 23, p. 48. 

Colorado Firm Has Grown With 
Community, Newton Lumber & Mfg. 
Co., Colorado Springs, Colo.—Sept. 23, 
». 52. 

' Remodeled Store Features Hard- 
boards, Banbury Lumber Co., Dan- 
ville, Ohio—Sept. 23, p. 54. 

Rural Michigan Dealer Knows How 
to Sell Roofing, Stokoe Lumber & 
Hardware Co., Devereaux, Mich.— 
Sept. 23, p. 56. 

Customer Is King—Grant Road 
Lumber Co., Tucson, Ariz.—Sept. 23, 
. 57. 

F Yard-Built Houses at Low Cost Sat- 
isfy Need, Lumber Bin, Clovis, N. M. 
—Sept. 23, p. 58. 

Hummel and Gray Planned to Sell 
Its Market, Bushnell, I1l.—Oct. 7, p. 90. 

One Way to Keep Control of Ac- 
counts Receivable, Blackstone Lumber 
Co., Fresno, Calif—Oct. 7, p. 94. 

Main St. Location Brings in the 
Customers, The People’s Coal & Lum- 
ber Co., Danville, Ill.—Oct. 7, p. 100. 

How Hixon’s Is Establishing a Repu- 
tation as Headquarters for Home 
Building, Hixon-Peterson Lumber Co., 
Toledo, Ohio—Oct. 21, p. 40. 

Simplified Paint Inventory, Cowley 
Lumber & Hardware Co., Olathe, Kan. 
—Oct. 21, p. 44. 

Wheat Bros., Convenient Storage 
Idea: Continuous Sliding Doors on 
Both Sides of Shed, Moravia, N. Y.— 
Oct. 21, p. 54. 

American Coal & Supply Co. Sign 
Saves Sales, Fort Wayne, Ind.—Oct. 
21, p. 54. 

Luzerne Lbr. Co., Sidewalk Selling 
Luzerne, Pa.—Oct. 21, p. 54. 

Osterhage Lbr. Co., Packaging 
Nails, Vincennes, Ind.—Oct. 21, p. 54. 

People’s Planing Mill, Eye-Level 
Display of Asphalt Siding and Roof- 
ing, Punxsutawney, Pa.—Oct. 21, p. 55. 

How An Oregon Lumberman Built 
His Home, Rosboro Lbr. Co. (B. S. 
Cole, Pres.), Eugene, Ore—Oct. 21, 
p. 56. 

Pierson Lumber Co., Pricing for the 
Right Profit, Cincinnati, Ohio—Oct. 21, 
p. 58. 

Port Huron Lbr. Co. Sponsors Soft- 
ball Team, Port Huron, Mich.—Oct. 
21, p. 62. 

Forest City Material Co., Self Order 
Panels Win Customer Approval (su- 
per-market displays), Cleveland, Ohio 
—Nov. 4, p. 68. 


48 





Town Lbr. & Bldg. Materials Co., 
Chicago Store Features Excellent Lay- 
out, Chicago, Ill—Nov. 4, p. 80. 


Selling—General 

Remodeling Sales For Profits, Su- 
perior, Wis.—Jan. 14, p. 66. 

Dealer Ready for Spring Sale of 
Portable Buildings, Haubrich Lumber 
Company, Mapleton, Iowa—Feb. 11, p. 
81. 

On-the-Spot Demonstration Sells 
Appliances, Griffin Lumber and Build- 
ers Supply Co., Chula Vista, Calif.— 
Feb. 11, p. 94. 

Contractors Like to Buy at Markel’s 
(Markel, Inec.), New Orleans, La.— 
Mar. 11, p. 80. 

Designed for Fast Efficient Service, 
Sweet Lumber Co., Kansas City, Mo. 
—Apr. 22, p. 42. 

New Office Features Beautiful Wood 
Paneling, Stone Lumber Co., New Or- 
leans, La.—May 20, p. 69. 

Window Display Is Great Selling 
Tool at Sawyer’s, Worcester, Mass.—- 
May 20, p. 69. 

How Budget Selling Can Increase 
Your Net Profits by R. B. Williams, 
Field Mgr. Allied Building Credits, 
Inc., San Francisco, Calif—June 3, p. 
58. 

Small Town Dealer Finds Rental 
Equipment Valuable, Seneca Lumber 
& Millwork Company, Fostoria, Ohio, 
June 3, p. 62. 

How City Yard Operates Rental 
Business, A.B.Z. Lumber Co., Denver, 
Colo.—June 3, p. 63. 

Tile Displays Boost Sales 50 Per- 
cent, Post Lumber Co., Point Pleas- 
ant, N. J—June 3, p. 69. 

Two Sales Ideas Which Caught On, 
Blackstone Lumber Co., Fresno, Calif. 
—June 3, p. 69. ; 

Capitalize on the Kitchen Market— 
June 17, p. 48. 

Kitchen Planning Is A Science— 
June 17, p. 56. 

Quick Turnover in Playground 
Equipment, Goodfellow Lumber & 
Fuel Co., Seattle, Wash.—June 17, p. 
66. 

Rate Your Store By This Check 
List—July 1, p. 42. 

Lumber Dealers’ Paint Sales Rising 
—But the Market Is Still Tremendous 
—July 15, p. 57. 

These Tested Dealer Ideas Sell 
Paint—July 15, p. 58. 

Color Bar Helps Dealer Double His 
Paint Sales—Terry Road Lumber 
Yard, Jackson, Miss.—July 15, p. 74. 

One Exhibit House Sells Seven, 
Peek-Hightower Lumber & Supply 
Co., Cedartown, Ga.—July 29, p. 30. 

Practical Home Improvements 
(complete text of 24-page Consumer 
Book)—Aug. 12, p. 64. 

New Conference Room Sells Many 
Jobs, G. J. Apel Lumber Co., Sandus- 
ky, Ohio—Aug. 26, p. 37. 

Services Help Sell, Canyon Road 
Lumber Co., Beaverton, Ore.—Aug. 26, 
p. 38. 

New Windows Boost Sales, Encini- 
tas Lumber Co., Encinitas, Calif.— 
Aug. 26, p. 40. 

Ohio Dealer Uses New Point-of- 
Sale Aid (Wayne Lumber Co.), Toledo, 
Ohio—Sept. 9, p. 122. 

Insulation Sales, How One Firm 
Makes Them, W. C. Buchanan Lum- 
ber Co., Sioux Falls, S. D—Sept. 23, 
p. 48. 

Rural Michigan Dealer Knows How 
to Sell Roofing, Stokoe- Lumber & 









Hardware Co., Devereaux, Mich.—Sept. 
23, p. 56. 

Yard-Built Houses at Low Cost Sat- 
isfy Need, The Lumber Bin, Clovis, 
N. M.—-Sept. 23, p. 58. 

Sidewalk Selling, Luzerne Lbr. Co., 
Luzerne, Pa.—Oct. 21, p. 54. 

Lavatories Help Sell Materials, An- 
drew Schaeffer Lumber Co., St. Louis, 
Mo.—Nov. 4, p. 84. 

Modern Counter with Stools At- 
tracts Customers at Madison County 
Lbr. Co., Anderson, Ind.—Nov. 4, p. 84, 

How Visual Aids Improve Your 
Sales & Service, Film Information.— 
Nov. 18, p. 38. 

Farmers Do Much of Own Work 
(Angles on Selling the Farmer)—Noy. 
18, p. 53. 

Dealer Plays Big Part in Lumber 
Merchandising, Local Lumber Mer- 
chant Proves Himself Modern Merch- 
andiser of Lumber Products—Dec. 16, 
p. 72. 

How to Merchandise Pressure- 
Treated Lumber—Dec. 16, p. 76. 


Consumer Selling (This category 
begun with Sept. 9 issue) 


The Multi-Billion Dollar Consumer 
Market—Sept. 9, p. 98. 

Results, 1950 Survey of Retail 
Dealer Selling Practices—Sept. 9, p. 
100. 

Selling Home Protection—Sept. 9, 
p. 110. 

Selling Home Improvements—Sept. 
9, p. 116. 

Selling Home Decorating—Sept. 9, 
p. 120. 

Kitchens for Profits—Sept. 9, p. 126. 

Amusement Rooms—Sept. 9, p. 129. 

Bathrooms for Sale—Sept. 9, p. 131. 

Porches for Comfort—Sept. 9, p. 131. 

Bedrooms Are Easy to Sell—Sept. 
9, p. 1382. 

Other Rooms for Better Living— 
Sept. 9, p. 134. 

Farm Remodeling Means Big Busi- 
ness for Rural Dealers—Sept. 9, p. 
136. 

Over-the-Counter Business—Sept. 9, 
p. 140. 

Tools ... A Rapidly Expanding 
Market—Sept. 9, p. 150. 

Tools For Every Job—Sept. 9, p. 152. 

Precision Instruments Are Profit- 
able Sideline—Sept. 9, p. 154. 

How to Rent Tools for Profit—Sept. 
9, p. 156. 

California Dealer Catches Tool 
Customers With Two Displays (Pa- 
cific Beach Lbr. Co.), Pacific Beach, 
Calif—Sept. 9, p. 164. 

How One New Jersey Dealer Sells 
Tool—Lewis Lumber (Co., Asbury 
Park, N. J.—Sept. 9, p. 164. 

Customer Is King, Grant Road Lum- 
ber Co., Tucson, Ariz—Sept. 23, p. 57. 

Cultivate the Christmas Market 
Now—Oct. 7, p. 74. 

Promote the Christmas Spirit—Oct. 
%, p &. 

Hummel and Gray Planned to Sell 
Its Market, Bushnell, Ill—Oct. 7, p. 
90. 

Main St. Location Brings in the Cus- 
tomers, The People’s Coal & Lumber 
Co., Danville, Ill.—Oct. 7, p. 100. 

The Salesman’s Corner—The Dart- 
nell Corp.—Oct. 7, p. 102. 

The Salesman’s Corner—The Datt- 
nell Corp.—Oct. 21, p. 55. 

Selling Structural Clay Products— 
A. Sterner & Company and L. 
Streater Lumber Co., Jordan, Iowa and 
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ldingford, Minn.—Nov. ‘ vy. 74. 
aie Salesman’s Corner—The Dart- 
nell Corp.—Nov. 4, p. 82. 


Contractor Selling (This category 
begun with Sept. 9 issue) 


Hummel and Gray Planned to Sell 
Its Market, Bushnell, [l—Oct. 7, D. 
90. 

Ad Series Improves Contractor Re- 
lationship, Fairfield Lbr. & Sup. Co., 
Bridgeport, Conn.—Nov. 4, p. 82. 


Farm Articles 


Farm Remodeling Programs Mean 
Dealer Profits—Helmer Lumber Com- 
pany (Frank Rasler farm and Has- 
selman farm) La Grange County, Ind. 
—jJan. 14, p. TZ. 

Rich Farm Market Ready for Dealer 
(Facts and figures showing tre 
mendous volume of building materials 
and farm equipment needed by the 
farmer)—May 6, p. 44. 

Give the Farmer What He Wants— 
Complete Building Survice—by G. L. 
Nelson, Assoc. Prof. of Agric. Engi- 
neering, Oklahoma A. & M. College, 
Stillwater, Okla—May 6, p. 46. 

Serving the Building Needs of Farm 
Customers—Story of Don _ Sontag, 
Heron Lake, Minn.—May 6, p. 52. 

Selling the Farmer (Package Sell- 
ing Described), Kent Lumber Co., El 
Paso & Minonk, Ill—May 6, p. 60. 

Sources for a Good Farm Mailing 
List—May 6, p. 55. 

Library of Farm Literature Will 
Help You Sell—May 6, p. 55. 

Dealer Sells Complete Job (serving 
the farm market)—May 6, p. 55. 

Sales and Service Ideas that Click, 
Okla.—May 6, p. 55. 

Farm Buildings Day Brings Farmers 
& Dealers Together—Sponsored by 
Okla. A. & M. College, Okla. Lumber- 
men’s Assn. & Oklahoma City Cham- 
ber of Commerce, Oklahoma City, 
Okla——May 20, p. 62. 

Farm Home Remodeling Means Big 
Business, for Rural Dealers—Sept. 9, 
p. 136. 

Farmers Do Much of Own Work 
(Angles on Selling the Farmer)—Nov. 
18, p. 53. 


Editorials in 1950 


The ABCs of Good Customer Rela- 
tions—Jan. 14, p. 55. 

Gabriel (Son) Blow Your Horn! 
Your job is to rouse to action a “Dis- 
tressed and discontented majority’— 
Jan. 28, p. 29. 

Let’s Call a Spade a Spade—So- 
called Public Housing is Charity Hous- 
ing and Nothing Else. Let’s Call it by 
its Right Name—Feb. 11, p. 77. 
Patterns for Profit—I—Feb. 25, p. 39. 
Patterns for Profit—II—Mar. 11, p. 


Don’t Forget This One!—Mar. 25, 

dD. 3 

oot itterns for Profit—III—Apr. 22, p. 
Patterns for Profit—IV, Competitive 

Ethics—May 6, p. 43. 

_ Restoring Our Freedoms Is A Sell- 

ing Job—May 20, p. 49. 

he Significance of Retailing in the 

American Economy—June 3, p. 53. 
Whe Is the Most Important Retailer 

on Main Street?—June 17, p. 44. 
Retailing Starts With Production— 

July 1. p. 27. 
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Retailing Is A Problem in Sales 
Management—July 15, p. 55. 

A Time for Restraint—July 29, p. 
21. 

A Home-Front Crusade for Victory 
—Aug. 12, p. 63. 

A Bill of Duties—for Americans— 
Aug. 26, p. 29. 

Sales Signals Are Flying—Sept. 9, 

, M1. 

4 Our Grave Dangers Today and Some 
Patterns for Survival—(1st article in 
series)—Sept. 23, p. 37. 

Our Grave Dangers Today and Some 
Patterns for Survival—(2nd article in 
series)—Oct. 7, p. 73. 

Our Grave Dangers Today and Some 
Patterns for Survival—(3rd article in 
series) —Oct. 21, p. 39. 

Our Grave Dangers Today and Some 
Patterns for Survival—(4th article in 
series)—Nov. 4, p. 61. 

Our Grave Dangers Today and Some 
Patterns for Survival—(5th article in 
series)—Nov. 18, p. 37. 

The Significance of the 1950 Con- 
gressional Election—Dec. 2, p. 27. 

Let’s Sell the Truth about Profits— 
Dec. 16, p. 43. 


Charts 


Meeting the Profit Squeeze by Bet- 
ter Cost Control—by O. V. Wallin, 
C.P.A.—Jan. 14, p. 68-70. 

News & Trends, Woodwork (Stocks 
of Lumber)—Feb. 11, p. 14. 

News & Trends, Building Material 
Prices—Feb. 25, p. 12. 

News & Trends, Balances in Dollar 
Down Accounts—Feb. 25, p. 10. 

Building Awards (News and 
Trends)—Mar. 25, p. 7 & 8. 

News and Trends, Mar. 25, p. 10. 

News & Trends, Cost of the Mar- 
ket Basket—Apr. 22, p. 8. 

New Capita] for Business—Apr. 22, 
p. 12. 

“Budget” Homes for Capital City 
Lumber Co., Austin, Tex.—May 20, p. 
50. 

Chart on Floor Sander Data—July 
15, p. 83. 

Purchasing Policies of Home Build- 
ers Based on a Survey of 21 Builders 
—July 29, p. 29. 

Picture, in Millions of Dollars, of 
Home Maintenance & Repair Market, 
1928-1949 for both labor & materials— 
Sept. 9, p. 98. ; 

Chart Showing Simplified Paint In- 
ventory & Sales Record, Cowley Lbr. 
& Hdwre. Co., Olathe, Kan——Oct. 21, 
p. 44. 

Charts Showing Down Payment & 
Monthly Payment Requirements under 
Regulation ‘“X”, also Summary of 
Titles—Oct. 21, p. 51. 

Chart Showing Drop in Average 
New Dwellings—Dec. 16, p. 45. 

Chart Showing How Lumber Has 
Helped Push Overall Building Ma- 
terials Prices Above Average—Dec. 16, 
p. 46. 

Chart Showing Relation of Building 
Boom to Population and _ Price 
Changes—Dec. 16, p. 46. 





Feature Articles on Taxes & Financing 


Meeting the Profit Squeeze by Bet- 
ter Cost Control, by O. V. Wallin, 
C.P.A.—Jan. 14, p. 68. 

How to Build A Home... and En- 
joy Doing It. Temple Lumber Co., 
Houston, Tex.—Mar. 11, p. 76. 

639 Separate State and Federal 


Taxes on a $10,000 House, 100-House 
Development in Nassau, County, L. L., 
N. Y.—May 20, p. 70. 

Connecticut Home Financing, Good 
or Bad? by George E. Carr, Treasurer 
of Carnell Company at Winsted, Conn. 
—June 3, p. 66. z 

Your Profit Is in Your Pricing— 
June 17, p. 46. 

Making Financing Easier for Your 
Customer, Rosenthal Lbr. & Fuel Co., 
Inc., Crystal Lake, Ill.—Aug. 12, p. 96. 

One Way to Keep Control of Ac- 
counts Receivable, Blackstone Lumber 
Co., Fresno, Calif.—Oct. 7. p. 94. 

Home Financing Review and Lats 
Developments—Oct. 21, p. 48. 

Manufacturers’ Spokesmen Predict 
Good Year in ’51, Annual Producers 
Council Meeting, New York, N. Y.— 
Oct. 21, p. 52. 

Pricing for the Right Profit—Pier- 
son Lumber Co., Cincinnati, Ohio— 
Oct. 21, p. 58. 

Realistic Tax Structure Can Mini- 
mize Deficit Spending, Tax Review by 
Economic Policy Div. of Natl. Assn. of 
Manufacturers—Dec. 2, p. 34. 


Public and Employee Relations 


Public Relations Handbook Coming 
by Clyde A. Fulton, V.P. NRLDA— 
Mar. 25, p. 48. 

What Kind of a Boss Are You?— 
June 3, p. 71. 

Profitable Public Relations for the 
Retail Lumber Dealer, by Phil Creden 
—July 1, p. 32. 

Rate Your Store by this Check List 
Survey in South Bend, Ind.—July 1, p. 
43. 

Plain Words Plainly Spoken, by 
Carl Crosby, Pres., Nat’l. Plywood 
Distributors Assn.—July 15, p. 86. 

Oppose Harmful Legislation, by 
Clyde A. Fulton, Vice Pres. NRLDA— 
Aug. 12, p. 92. 

Some Straight Talk on Public Rela- 
tions by Chester T. Hubbell, C. T. 
Hubbell Lumber Co., Albany, N. Y.— 
Sept. 23, p. 42. 

Know Your Customers by Number— 
Pe aa A Number” System—Nov. 4, p. 

Real Reasons Why Employers Lose 
Their Men—Dec. 2, p. 40. 

10 Ways Executives Can Improve 
Labor Relations—Dec. 2, p. 40. 


News of the Associations 


Lumber ‘Dealers’ Research Council 
and NRLDA Meetings, Nov. 8 and 
Nov. 9, San Francisco, Calif—Jan. 14, 
p. 78. 

National Oak Flooring Manufac- 
turers’ Assoc. Annual Meeting, Mem- 
phis, Tenn.—Jan. 14, p. 9. 

Natioal Association of Home 
Builders 6th Annual Convention & 
Exposition, February 19-23, Chicago, 
Ill. Jan. 14, p. 14. 

Northwestern Lumbermen’s Assoc. 
60th Annual Convention, Minneapolis, 
Minn.—Jan. 28, p. 43. 

Oklahoma Assoc. Officers 
Meeting—Jan. 28, p. 43. 

El Paso (Texas) County Lumber- 
men’s Assoc., El Paso, Tex. Hosts at 
Orphans Circus Party—Jan. 28, p. 43. 

Ohio Assoc. of Retail Lumber 
Dealers Annual Convention, Jan. 24- 
26, Cleveland, Ohio—Feb. 11, p. 102. 

Southwestern Lumbermen’s Assoc. 
Annual Convention, Jan. 25-27, Kan- 
sas City, Mo—Feb. 11, p. 102. 


Hold 


. 
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Northeastern Retail Lumbermen’s 
Assoc. Convention, Jan. 23-25 (an- 
nual), New York, N. Y.—Feb. 11, p. 
104. 

Kentucky Retail Lumber Dealers 
Assoe. Conven. (annual), Louisville, 
Ky.—Feb. 11, p. 106. 

Maple Flooring Manufacturers As- 
soc. Meeting, Jan. 27, Chicago, I1].— 
Feb. 11, p. 9. 

Western Retail Lumbermens Assoc., 
Multnomah Hotel, Jan. 23-25, Port- 
land, Ore.—Feb. 11. 

Wisconsin Retail Lbrms. Assoc., 
Feb. 14-16, Milwaukee, Wis.—Mar. 11, 
p. 89. 

Lumber Dealers’ Association of 
Western Pennsylvania, Feb. 8-9, at 
Hotel William Penn, Pittsburgh, Pa.— 
Mar. 11, p. 90. 

Michigan Retail Lumber Dealers 
Assoc.—Mar. 11, p. 91. 

Indiana Lbr. & Bldrs. Supply Assoc. 
—66th Annual Convention—Mar. 25, 
p. 50. 

Intermountain Lbr. Dealers Assoc. 
Conven., Mar. 2, 3, 4—Hotel Utah, 
Salt Lake City, Utah—Mar. 25, p. 50. 

Hoo-Hoo Convention Northwestern 
Conven. Jan. 17, Twin Cities Club No. 
12—Mar. 25, p. 50. 

Hoo-Hoo Convention - Northeastern 
Conven., Jan.’ 23, New York, N. Y.— 
Mar. 25, p. 50. 

National-American Wholesale Lum- 
ber Association at Edgewater Beach 
Hotel, Chicago, Ill., May 2 and 3—Apr. 
22, p. 10. 

National Assoc. of Commission Lum- 
ber Salesmen—Peabody Hotel, May 
4, 5, 6, Memphis, Tenn.—Apr. 22, p. 19. 

Louisiana Building Material Dealers 
Assoc. Convention at Jung Hotel, Mar. 
15, 16, New Orleans, La.—Apr. 22, p. 
48. 

Tennessee Bldg. Material Assoc. 
Convention (April), Memphis, Tenn.— 
Apr. 22, p. 48. 

Southern Pine Assn. 35th Annual 
Convention (April) also Annual Mass 
Meeting of Southern Pine Manufact- 
urers, New Orleans, La.—May 6, p. 7. 

Georgia Lumber & Supply Dealers 
25th Annual Convention, April 3-5, 
Savannah, Ga.—May 6, p. 66. 

N. J. Lumbermen’s Assn. Conven- 
tion, Mar. 22-24, Atlantic City, N. J— 
May 6, p. 66. 

Louisiana Bldg. Material Dealers 
Assn. 30th Annual Convention, Mar. 
15-16, New Orleans, La.—May 6, p. 66. 

Lumbermen’s Assn. of Texas Hold 
64th Annual Convention, Apr. 23-25 
at Galveston, Tex.—May 20, p. 71. 

Indiana Lbr. & Builders Supply 
Assn. Has New Secy., Carl W. Nagle— 
May 20, p. 71. 

Dates set for 1951 Conventions by 
Northwestern Lumbermens Assn. & 
Iowa Retail Lumbermens Assn.—June 
3, p. 72. 

Mountain States Lumber Dealers 
Assn. Hold Annual Directors’ Break- 
fast—June 3, p. 72. 

Georgia Lbr. & Sup. Dealers Assn. 
Elects Officers at Convention, Ga.— 
June 3, p. 74. 

Producers’ Council Discusses Open- 
End Mortgages at Meeting May 8-10 
at Washington, D. C.—June 3, p. 74. 

Western Pine Assn. Issues New 
Schedule of Publications, P. L. No. 22, 
Portland, Ore.—June 17, p. 88. 

New Lab Dedicated by Portland Ce- 
ment Assn., Portland, Ore.—July 1, p. 
44, 

Recommended Texts for Mason 
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Training—Structural Clay Products 
Institute, Washington, D .C.—July 15, 
p. 110. 

Oklahoma Lumbermen’s Assn., Low 
Cost Home Survey, Okla.—Aug. 12, p. 
90. 

Hoo-Hoo Annual Convention, Sept. 
6-9, Boston, Mass.—Aug. 12, p. 90. 

American Wood-Preservers’ Assn. 
Convention, Apr. 24-26, Stevens Hotel, 
Chicago, I1l.—Oct. 7, p. 7. 

Manufacturers’ Spokesmen Predict 
tood Year in ’51—Annual Producers 
Council Meeting, New York, N. Y.— 
Oct. 21, p. 52. 

National Retail Lbr. Dealers Assn. 
Convention, Oct. 8-12, Shamrock Ho- 
tel, Houston, Tex.—Oct. 21, p. 62. 

Lumberman’s Golf Assn. of Memphis 
32nd Annual Tournament, Memphis, 
Tenn.—Oct. 21, p. 62. 

New York Lumber Trade Assn., 
Whitney F. Harris New Secy.-Mer., 
New York, N. Y.—Oct. 21, p. 62. 

Oklahoma Convention Sets Record 
—Okla. Lumbermen’s Assn. Conven- 
tion, Oct. 17-18, Municipal Auditorium, 
Oklahoma City, Okla.—Nov. 4, p. 78. 

Convention Dates for 1951—Nov. 4, 
p. 87. 

Hoo-Hoo National Convention, Oct. 
1950, Boston, Mass— Nov. 4, p. 90. 

Tenn. Retail Lbr. Dealers Assn. 
Elects Fleming W. Smith President— 
Nov. 4, p. 90. 

Natl. Home Builders Assn. Conven- 
tion, Jan. 21-25, 1951 at Chicago, Ill.— 
Nov. 18, p. 66. 

Corrected Convention Date Schedule 
for 1951—Nov. 18, p. 66. 

Surveys 

Meeting the Profit Squeeze by Bet- 
ter Cost Control—by O. V. Wallin, 
C.P.A.—Jan. 14, p. 68. 

This Is How the Retail Dealer Is 
Doing in 1950—by Norman P. Mason, 
Pres. of Wm. Proctor Co., North 
Chelmsford, Mass.—Apr. 22, p. 45. 

Results—1950 Survey of Retail 
Dealer Selling Practices—Sept. 9, p. 
100. 


New Construction Methods 


How “Mobilhomes” Produce Quality 
Houses—Long-Bell Mobilhome Com- 
pany—Amarillo, Tex.—Mar. 11, p. 86. 

Dealer Builds Prefab Cottages—Six 
Models Offered by Capital City Lum- 
ber Co., Austin, Tex.—May 20, p. 50. 

Selling Structural Clay Products— 


. A. Sterner & Co. and L. E. Steater 


Lumber Co., Jordan, Iowa and Hold- 
ingford, Minn.—Nov. 4, p. 74. 

Lumber Industry Is Modern Me- 
chanical Giant—Dec. 16, p. 64. 

New Products and Product Uses Are 
Many and Varied—Dec. 16, p. 68. 

New Developments in Millwork— 
Dec. 16, p. 78. 
Research 

Research Aims Stated—Building Re- 
search Board to Start Six Specific 
Projects—Jan. 14, p. 71. 

Research Council-Dealer Group 
Meets, San Francisco, Calif.—Jan. 14, 
p. T8. 


Yard Design and Layout 


Introduction to Modern Yard Lay- 
out and Design—Series No. 1—Jan. 14, 
p. 62. 

The Yard on a Triangle—Series No. 
2—Jan. 28, p. 30. 

Ideas for your Yard? Kennedy Lum- 
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ber Co., Trenton, N. J.—Jan. 28, p. 41. 

Right Angle Yard Layout—No. 3 
Yard Planning Series—Feb. 11, p. 82. 

Efficient Warehouse Layout Plus 
Mechanical Equipment Spells Speedy 
Product Handling for Burritt’s—A. \. 
Burritt Company, Bridgeport, Conn — 
Feb. 11, p. 78. 

Mechanical Equipment Cuts Luin- 
ber Handling Costs—Mills package 
lumber & flooring to specifications of 
big Wisconsin yard, Mid-City Lumber 
Co., Milwaukee, Wis.—Feb. 11, p. 80. 

Iowa Yard is Desiged for Efficient 
Operation—Wise planning from site 
choice to sales policy makes this yard 
a profitable business—Farm and Town 
Lumber Company, Fort Dodge, Iowa— 
Feb. 11, p. 100. 

Straight Line Layout for Odd- 
Shaped Yards—Yard planning ideas 
for the dealer whose property forms 
an “Ell” or a “Tee’—Series No. 4— 
Feb. 25, p. 48. 

The Closed Alley Lumber Shed— 
Series No. 5 Yard Planning Series— 
Mar. 11, p. 94. 

The Open Bin Lumber Shed—No. 6 
Yard Planning Series—Apr. 22, p. 47. 

Mason Material Shed—No. 7 Yard 
Planning Series—May 6, p. 64. 

Masonry and Millwork Warehouse— 
No. 8 Yard Planning Series—May 20, 
p. 68. 

The Open Floor Storage Shed—No. 
9 Yard Planning Series—June 17, p. 
64. 

Convenient Storage Idea: Contin- 
uous Sliding Doors on Both Sides of 
Shed—Wheat Bros., Moravia, N. Y.— 
Oct. 21, p. 54. 


Miscellaneous 


Construction Outlook for 1951, by 
Walter E. Hoadley, Jr., Economist, 
Armstrong Cork Co., Lancaster, Pa.— 
Dec. 16, p. 44. 

The Material Outlook for 1951— 
Dec. 16, p. 54. 

Some of the Problems Ahead—How 
Dealers Are Solving Them—Dec. 16, 
p. 58. 

Lumber Industry Is Modern Me- 
chanical Giant—Dec. 16, p. 64. 

New Products and Product Uses 
Are Many and Varied—Dec. 16, p. 68. 


Floor Plans 


Compact Cape Cod Style Offers 
Large Home Features in Medium 
Price Field (AL House Plan of the 
Month)—Jan. 14, p. 76. 

Economy is Keynote of this Ranch 
Style—No. 50-2 1612 Sq. Ft. (AL 
House Plan of the Month)—Feb. 11, 
p. 86. 

Towa Yard is Desiged for Efficient 
Operation—Farm and Town Lumber 
Co., Fort Dodge, Iowa—Feb. 11, p. 100. 


Garages 


New Garages — Modernizing Old 
Ones Offer Big Business Potential— 
May 20, p. 52. 

Dealers Are Selling Garages (in- 
cludes Edward Hines Lbr. Co. & Har- 
vey Lbr. Co. in Chicago)—May 20, p. 
53. 

Home Owners Need Garages—Sept. 
9, p. 128. 

Budget Payment Garages—Gibson 
Lumber Co., Albuquerque, N. M.—Oct. 
‘ty Be Bee. 

Mockup of Garage in Showroom 
Means More Sales—Nov. 4, p. 84. 
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NAMES IN THE NEWS 





Flintkote Again Wins 


For. the third time in the last four 


years The Flintkote Company was 
awarded the Financial World mag- 
azine’s “Bronze Oscar” for having 
submitted the best Annual Report in 
the entire Building Material Field. 
G. K. McKenzie, vice-president and 
secretary of The Flintkote Company, 
who substituted for I. J. Harvey, Jr., 
Flintkote’s president, is shown receiv- 
ing this highly prized award, for 
Flintkote’s 1949 Report, from Weston 
Smith, executive vice-president of 
Financial World, at the Annual 
Awards Banquet held recently in New 
York. 


Highlights of NAHB Chicago 
Convention, January 21-25 


As part of a campaign to improve 
the design of low and medium priced 
houses by means of greater architect- 
builder cooperation, the National As- 
sociation of Home Builders will de- 
vote an entire general session to this 
important subject during its annual 
convention and exposition in Chicago, 
January 21-25. 

Highlighting the meeting, which 
will be held Wednesday, January 24, 
will be a panel discussion entitled 
“Better Design for Today’s Homes,” 
in which representatives of the 
American Institute of Architects, 
home builders: and other authorities 
on design will participate. 

During the session slide films of 
the best entries in the house design 
competition sponsored jointly by 
NAHB and the Magazine of Build- 
ing will be shown. Panel members 
will discuss and explain the outstand- 
ing features of the designs. After 
the showings, NAHB President 
Thomas Coogan and P. I. Prentice, 
editor and publisher of the Magazine 
of Building, will present awards to 
national winners in the competition. 

"he prize winning designs will be 
on display in the Stevens Hotel dur- 
ing the convention. Winning entries 
In the annual NAHB neighborhood 
~eAbves uaaaae contest will also be ex- 
hibited, 

Other important convention ses- 
Slons will be devoted to the supply 
and distribution of building materials 
In 1951, financing, government regu- 
lations and other problems confront- 
Ing ‘ne building industry. 

There will be a special new prod- 
ucts show in addition to the huge 
exposition of building materials and 
ome equipment located in the 
Stevens and Congress Hotels. 
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More than 16,000 persons are ex- 
pected to attend the five day meeting. 
Home builders, architects, engineers, 
manufacturers, distributors, dealers, 
financial representatives and allied 
groups are eligible to attend. 


Empire Millwork Buys Stock of 
Sutherlin Timber 


Empire Millwork Corporation of 
Corona, N. Y., announced that it had 
purchased the controlling interest in 
the stock of Sutherlin Timber Prod- 
ucts, Inc., of Sutherlin, Ore., for ap- 
proximately $1,340,000. The remain- 
ing outstanding shares of Sutherlin 
Timber Products, Inc. are owned by 
interests close to Empire Millwork 
Corporation. ; 

Sutherlin Timber Products, Ince. 
owns a modern, electric-powered saw 
mill on the west coast. The mill is 
located in the heavily timbered Rose- 
burg area of Oregon, and is equipped 
with band saw, resaw, planer, and dry 
kiln facilities. 

Chester W. Miller, vice-president of 
Empire Millwork Corporation and in 
charge of its timber operations at 
Skykomish, Wash.; will also be in 
— of the new mill at Sutherlin, 

re. 

According to Edward Gilbert, vice- 
president in charge of lumber sales, 
Empire Millwork will purchase a sub- 
stantial portion of its lumber require- 
ments from Sutherlin Timber Prod- 
ucts, Ine., with a corresponding reduc- 
tion of purchases in the open market. 


New Plant for Assembly 
of Unpainted Furniture 


One of the largest plants ever to 
be built for the assembly of un- 
painted furniture is now being con- 
structed by Salmanson & Co., Inc., in 
the Trenton, N. J. area, according to 
an announcement by Sam Salmanson, 
president. The plant will contain 75,- 
000 square feet on one floor. The new 
factory will be completely modern in 
every respect, with the most advanced 
equipment available for the assembly 
of furniture. It is expected to be in 
operation about the first of the year. 

The plant is one facet of a care- 
fully planned program for greater 
servicing of Aristo-Bilt customers. 
The first step in this program was 
the opening of an assembly plant in 
California. Following this, during 
August of this year, warehousing was 
begun in the southwest to service 
dealers in that area, and itis ex- 
pected that added facilities of this 
sort will be opened as production per- 
mits. An additional source of lumber 
is also being opened on the west 
coast to insure continuous receipt of 
raw materials and the extension of 
production. 

Plans have already been completed 
for the presentation of a comprehen- 
sive line of redwood outdoor furniture 
which will include every type of out- 
door item now made and will be 
popularly priced because of the mass 
production operation. 





New Wax Laboratory 


Designed by Frank Lloyd Wright, 
the 15-story tower which dominates 
this group of buildings at Racine, 
Wis., is the new Johnson Wax labora- 
tories where basic research will be 
carried out and new wax products de- 
veloped for home, industry, and agri- 
culture. Twenty-one miles of horizon- 
tal glass tubing circles the tower be- 
tween bands of red brick. The building 
in the foreground adjoins the tower 
and completes the administration and 
research center which Wright de- 
signed for the company. 


Veneer Lumber & Plywood 
Buys J. Slimmer & Co. 


The Veneer Lumber & Plywood Co., 
Chicago, has purchased the entire 
business of J. Slimmer & Co., includ- 
ing the Chicago Wooden Tank Co., 
Division of J. Slimmer & Co. This ad- 
dition will provide the company with 
much needed warehouse facilities and 
also enable the firm to give a com- 
plete millwork service. For the pres- 
ent, each business will retain its own 
name and continue to operate as an 
entity as in the past. 

George Vander Woude, president of 
Veneer Lumber & Plywood Co., con- 
siders his company very fortunate in 
having secyred the long established 
and reputable business of J. Slimmer 
& Co. Felix Slimmer and his entire 
staff will be retained under the new 
ownership, but Max Slimmer will re- 
tire from active duty. 

In recent years Veneer Lumber & 
Plywood Company has confined its ac- 
tivities to specializing in high grade 
Kiln Dried Hardwoods. A few months 
ago the firm was appointed sales rep- 
resentatives for the Veneer and Panel 
plant in Muscoda, Wis. Adrian W. 
Vermeulen, head of the firm, is also 
chairman of the board of directors of 
Veneer Lumber & Plywood Co. 

With the addition of the Slimmer 
business Veneer Lumber & Plywood 
will handle Cypress, Fir, Red Cedar, 
Spruce and Redwood, and will also 
offer complete millwork facilities 
through its Chicago Wooden Tank Co. 
division. It is expected that by Janu- 
ary the entire organization will be 
operating from its new location at 
2601-59 S. Throop St., Chicago 8. 
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Aid in Teaching Forestry 


Louisiana school teachers this year 
received 10,000 copies of a manual 
entitled “Behind the Curtain of 
Green.” A joint publication of the 
Louisiana Forestry Commission, the 
State Department of Education and 
Louisiana State University, it was 
prepared to aid in teaching forestry 
in the grade schools. Co-authors of 
the book were a group of eight 
teachers including Albert L. Clary, 
Baton Rouge, shown examining a 
copy of the new publication. 


Protective Papers, Inc. 
Increases Plant Capacity 


Protective Papers, Inc., Union, IIL, 
has just announced the completion of 
a plant expansion program that in- 
creases production facilities consid- 
erably. New high speed equipment 
has been installed, and will be used 
exclusively for the product for which 
the machines were specially designed 
and built ... Leatherback All-Pur- 
pose Building Paper. 

The overall equipment makes prac- 
tical a new system of production 
control that will assure absolute uni- 
formity in impregnation of the paper 
stock. A unique part of this system 
is the procedure, where samples of 
each run for each day are supplied 
daily to an independent testing labo- 
ratory ... to make certain that all 
manufacturer and federal specifica- 
tions are met. This unusual testing 
and inspection method provides a 
double check on all production. 


ALCOA to Boost Output 
Of Defense Aluminum 


Two major ALCOA programs that 
together will boost America’s pro- 
duction of defense aluminum by more 
than 25 percent annually were re- 
cently announced in Washington by 
I. W. Wilson, senior vice-president 
of Aluminum Company of America. 

The first, a “quick action” plan, 
will be started immediately, and 
shortly will be producing added sup- 
plies of the vital light metal for the 
national defense stockpile at the rate 
of approximately 158,000,000 pounds 
a year, using stand-by facilities 
owned by the company which require 
the use of higher-cost electric power 
than is economical for peacetime 
smelting of aluminum. 

The second phase is an expansion 
plan that involves the erection of 
permanent new capacity by ALCOA, 
capable of producing approximately 
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240,000,000 pounds of aluminum a 
year. This new capacity will be 
achieved by enlarging the smelting 
facilities at ALCOA’s Point Comfort, 
Tex., plant, plus the construction of 
a new plant utilizing electric power 
generated from gas or coal fuels. 


Construction: National Gypsum 


The impact of rearmament on Na- 
tional Gypsum Co., Buffalo, N. Y., 
was spelled out in a recent article 
appearing in the December issue of 
Fortune magazine. “Two months ago 
some of its products were being 
black-marketed at 100 percent pre- 
miums, its order backlog was the larg- 
est in the company’s history, its 
plants were operating ‘around the 
clock six and sometimes seven days 
a week. ... Today National’s back- 
log is gradually being liquidated and 
the other manifestations of scarcity 
are disappearing. ...It is mote- 
worthy, that National is currently 
spending $6 million of its own money 
to expand its warehouse facilities and 
install new wall board and plaster 
units.” 

Fortune has devoted more than 
four full pages to this article, Con- 
struction: National Gypsum. It is 
packed with interest that is well sub- 
stantiated by factual information. 
Constantly interspersed in the record 
of the company’s growth are the 
energetic policies of National’s found- 
er-president, Melvin Baker. “So far 
as Baker is concerned, where there’s 
a way there’s a will. Rearmament 
or no, National is still hell-bent on 
expansion.” 


100,000 Truck This Year 
Rolls Off GMC Lines 


The GMC Truck and Coach Division 
of General Motors, Pontiac, Mich., 
has broken all peacetime production 
records in its 48-year history by roll- 
ing the 100,000th truck off its assembly 
lines, it was announced by general 
manager Roger M. Kyes. It marked 
the first time GMC ever has reached 
100,000 non-military units in one year. 
The former mark of 92,677 trucks 
built in 1948, was passed on Novem- 
ber 6. 

The 100,000th unit was a model 650 
Diesel, the new lightweight Diesel- 
powered truck-tractor introduced this 
year. 

In explaining the record volume, 
Mr. Kyes pointed out that it was due 
in part to the direct manner in which 
the trucking industry is increasingly 
serving the nation’s defense needs. 

“As the U. S. Army now is using 
three times the amount of truck ship- 
ping service it used at the peak of 
World War II, a big responsibility 
rests on the manufacturer to produce 
enough units to keep our defense 
shipments moving on time,” he said. 

“Even with our high production we 
have been unable to make enough 
trucks to modernize the trucking in- 
dustry. In 1941: only one out of six 
trucks was 10 years old or older, 
while today one out of every three is 
in that over-age group. Only con- 
tinued high production will permit 
modernization of the transportation 
industry so it may be able to meet 
its vital responsibilities to our coun- 
wy. 


Porter-Cable Buys 
Johnson Corporation 


De Alton J. Ridings, president of 
the Porter-Cable Machine Company, 
Syracuse, N. Y., announced that his 
company has completed the purchase 
of the Johnson Engineering and Sales 
Corporation of Rockford, Ill. The 
purpose of the move is to extend 
Porter-Cable’s line of electric tools in 
order to provide a complete selection 
of portable woodworking machines. 

The Johnson Corporation manufac- 
tures air-driven sanding machines 
used primarily in the furniture and 
automotive industries. These sanders 
will become a part of Porter-Cable’s 
Speedmatic line of electric tools which 
includes saws, abrasive belt sanders, 
routers, shapers, planes and lock mor- 
tisers. The firm also manufactures a 
line of Guild homecraft tools, floor 
sanding machines, and industrial abra- 
sive belt grinders. 


Teuscher Announces Company 
Name Change 


The corporate name of Teuscher 
Pulley and Belting Co., 801 North 
Second St., St. Louis 2, Mo., was re- 
cently changed to Te-Co, Inc. Since 
its organization in 1899, the company 
has gradually expanded its line to in- 
clude a wide variety of power trans- 
mission equipment, material handling 
equipment, and industrial hose. Thus 
it seemed desirable to remove the in- 
ference that the line is limited to pul- 
leys and belts. Te-Co has been the 
brand name of Teuscher’s rubber 
belting since 1924. 





Sponsors ""Cognomenator" 
Contest 


“Are you a cognomenator?” 

This was the “teaser” line appear- 
ing on the outside of a contest folder 
recently sent to persons in the con- 
struction fields, by the Halliburton 
Portland Cement Company of Corpus 
Christi, Tex. According to the Halli- 
burton people, a “cognomenator”’’ 1s 
a person who names somebody—and 
the idea of the contest was to name 
the impish little figure shown above. 
Prizes totaling $1,000 are to be 
awarded to winning entries. 

The little Halliburton character 
with his Shell Brand cement bag 
body, oyster shell head and puckish 
grin is a pioneer in cement adver- 
tising and public relations. By asso- 
ciating him with the product in all 
their ads and publicity, the Halli- 
burton people plan to make him as 
well known among the cement trade 
as his cousins, “Reddy Kilowatt” and 
“Elsie, the Borden Cow,” are to the 
general public. The contest ende 
November 20. 
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Storey Elected Board Chairman 
of the Portland Cement Assn. 


Smith W. Storey of Kenilworth, 
Ill., president of the General Portland 
Cement Company and the Consoli- 
dated Cement Corporation of Chi- 
cago, was elected chairman of the 
board of directors of the Portland 
Cement Association at its annual 
meeting in Chicago, Mr. Storey suc- 
ceeds Walter C. Russell of Detroit, 
president of the Peerless Cement 
Corporation, who has served as chair- 
man of the board for the past two 
years. 

Four new _ directors were also 
elected by Association members at 
their annual meeting. They include: 
Donald S. MacBride, president, Her- 
cules Cement Corporation, Philadel- 
phia; F. A. Weibel, president, Allen- 
town Portland Cement Company and 
vice-president, Valley Forge Cement 
Company, Catasauqua, Pa.; Eugene 
D. Hill, president, Louisville Cement 
Company, Louisville, Ky.; and Harold 
M. Scott, president, Keystone Port- 
land Cement Company, Philadelphia. 


N. W. Hardwood Assn. Officers 


The 62nd annual meeting of the 
Northwestern Hardwood Lumber- 
men’s Association, was held Decem- 
ber 6 at the Dyckman Hotel, Minne- 
apolis, Minn. Officers elected for 
1950 were: President, Frank Daugh- 
enbaugh; Vice-president, Henry Web- 
ster; Treasurer, D. F. O’Leary; Sec- 
retary, A. F. Wellsley. 

Dinner was served at 6:30 to about 
40 members and guests. Harry E. 
Dean showed several films, one— 
Southern Hardwood Industries Inc.,— 
Sports Afield, (out-door hunting and 
fishing film); another was Rifle 
Shooting. 


Fifty Years with Consumers 
Lumber 


On December 15, 1950, O. F. Lind- 
quist completed 50 years continuous 
service with - Consumers Lumber 
Company of Spirit Lake, Iowa. Mr. 
Lindquist joined the company Decem- 
ber 15, 1900. In 1912 he assumed 
managership of the Spirit Lake Yard 
and continued in that Capacity until 
August 1, 1947, at which time he took 
Over as sales manager of the four 


yards now operated by Consumers. 
A company party was held in honor 
of the occasion at which time Mr. 
Lindquist was presented with a Ma- 
sonic Ring in token of his long and 


faithful service with Consumers. 


Bowser Joins Sloane-Blabon 
as Sales Training Director 


Harry Bowser has been named to 
the newly-created post of sales train- 
ing director of the Sloane-Blabon 


Corporation, it was announced by 
Robe:t A. Tobias, general sales man- 
ager. Mr. Bowser was formerly as- 
Socia'od with Thomas A. Edison, Inc., 
Vesi Orange, N. J., where he served 
as Noinager of the company’s educa- 
“on ccpartment, and later became 
direc sr of sales education. Prior to 


that 1¢ was with the Gregg Publish- 
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ing Company for 13 years where he 
was a salesman and then sales man- 
ager. 

“We have been fortunate in obtain- 
ing the services of Harry Bowser, 
who is recognized as one of the coun- 
try’s top sales training executives,” 
Tobias declared. “In his new post 
with us, he will organize and direct 
a broad, national sales training pro- 
gram designed to help our distribu- 
tors and dealers sell smooth surface 
floor coverings more efficiently and 
effectively.” 

Mr. Bowser, who has been a 
teacher of salesmanship in _ high 
schools and colleges, is nationally 
known as a lecturer on selling. He is 
the author of many articles on selling 
and sales training, and recently wrote 
a High School Course of Study in 
Salesmanship for the National Sales 
Executives, Inc., for which he serves 
as chairman of the “Selling As a 
Career” committee. 


COMPANIES ANNOUNCE 


W. A. Matheson, nationally known 
sales executive and consultant, has 
been appointed director of dealer re- 
lations of the recently organized 
American Bildrok Company, manu- 


facturers of light-weight aggregate, 


building materials, according to 
Thomas H. Coulter, president. Mr. 
Matheson’s first assignment in his 
new position will be to formulate 
national sales policies with particular 
relation to operation through dealers, 
Mr. Coulter said. The company, 
which now has a plant in operation 
at 2001 W. Pershing Road, Chicago, 
eventually plans to have similar 
plants operating through licensee ar- 
rangements in every major city in 
the country. 


The Wood Conversion Company 
announced the appointment of W. A. 
MacDonald to the position of as- 
sistant district manager for its 
Northwest District. In his new posi- 
tion Mr. MacDonald will direct sales 
efforts for Balsam-Wool, Nu-Wood, 
and* Tufflex in northern Wisconsin, 
northern Minnesota, and North Da- 
kota. His headquarters will be in 
the St. Paul offices. Mr. MacDonald 
has been with Wood Conversion for 
six years as a sales representative. 
He was in the Grand Forks area from 
1944 to 1949 and in Green Bay until 


his appointment as Assistant Dis- 

trict Manager. He has been in sales 

work in the Northwest since 1927. 

MacDonald is a member of “Hoo 
00”. 


United States Plywood Corporation 
has been named distributor in the 
New York metropolitan area for 
Marlite, a plastic-finished wall and 
ceiling panel, manufactured by Marsh 
Wall Products, Inc., Dover, Ohio. 


E. J. O’Leary has been appointed 
general sales manager of The Ruber- 
oid Co. with headquarters in the com- 
pany’s main offices in New York, it 
was announced by Stanley Woodward, 
executive vice-president. Mr. O’Leary 
has been associated with Ruberoid 
for the past 20 years, most recently 
as assistant to the executive vice- 
president. Previously he had occu- 
pied various responsible positions in 
the organization, including those of 
general manager of the Dallas dis- 
trict, general manager of the Mobile, 
Ala., district, and sales manager of 
the Southern division with headquar- 
ters in Baltimore. Prior to joining 
Ruberoid he had been associated with 
Eternit, Inc., St. Louis, Mo., producer 
of asbestos building materials, which 
in 1930 was acquired by Ruberoid. 


Harrison C. Bristoll, vice-president 
of The Stanley Works and general 
manager of the Steel Strapping Divi- 
sion recently announced the appoint- 
ment of John C. MceGunnigal as sales 
manager of the Steel Strapping Divi- 
sion. Mr. McGunnigal was formerly 
general sales manager of Brainard 
Steel Company. 


Elmer S. Cripe has been appointed 
assistant manager of The Celotex 
Corporation’s Chicago sales branch. 
He succeeds J. E. Varlie who recently 
was made manager of the branch. 
With the exception of a period from 
1942 to 1945 during which he served 
as a Major and Lieutenant Colonel in 
the Air Corps, Mr. Cripe has been a 
Celotex sales representative in the 
Rockford, Ill., area since his employ- 
ment by Celotex in 1927. 


Robert S. Schmeider, general sales 
manager for Inland Steel Products 
Company, Milwaukee, Wis., has an- 
nounced the appointment of two new 
branch managers, and the reassign- 
ment of four members of its Balti- 
more ‘Branch Sales Staff. C. F. 
Gruenert, manager of the company’s 
Detroit Branch, has been named to 
succeed A. E. Kirchgraber as man- 
ager of the Rochester-Buffalo Branch, 
and R. E. Wollert has been appointed 
manager of the Detroit Branch to 
succeed Mr. Gruenert. The Rochester- 
Buffalo Branch supplies Milcor prod- 
ucts to western and Upstate New 
York, and Northern Pennsylvania, 
while Detroit serves Lower Michigan. 


W. W. Partee has assumed the du- 
ties of manager of the new products 
development department of E. L. 
Bruce Co., Memphis, Tenn. This is a 
new department to coordinate the 
findings of the Bruce research labora- 
tory and market surveys. Mr. Partee 
has served the firm in various execu- 
tive capacities for 25 years. For the 
past several years he has been sales 
manager of the household products 
division which includes floor mainte- 
nance products. 
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James J. Filas has been appointed 
manager of the newly-created Fast- 
ener Department of Acme Steel Com- 
pany, Chicago, vice-president John E. 
Ott announced recently. A member 
of the Acme Steel sales staff for over 
25 years, Mr. Filas has operated in 
New England and Midwestern terri- 
tories. Until the new appointment, he 
had been special representative in 
charge of stitching machine activities 
in the Central Division. The Fastener 
Department will be responsible for 
the development of manufactured 
steel specialty items used for fasten- 
ing and tacking. Coordination within 
a separate department was made nec- 
essary by the gradual expansion of 
this line of products. 


Jack Root, general manager of the 
Anaconda Copper Mining Company’s 
Bonner, Mont. sawmill, has been ap- 
pointed a director of Ponderosa Pine 
Woodwork, Chicago, officials of the 
association announce. Mr. Root is 
well-known throughout the western 
pine lumber country, where he has 
long been active in industry affairs. 


Walter D. Scott has been appointed 
manager of the Stock Sales Division 
of Sargent and Company, New Ha- 
ven, Conn., manufacturers of locks, 
tools and hardware, according to an 
announcement by J. Bryer Duff, gen- 
eral sales manager. Mr. Scott has 
been employed by the firm since 1927 
and has represented Sargent in Mary- 
land, Delaware, Pennsylvania, North 
Carolina, Virginia and the District 
of Columbia. He was called to New 
Haven in the spring of 1948 to be- 
come the sales manager of the newly 
acquired Schollhorn Division, manu- 
facturing Bernard hand tools. In his 
new post, Mr. Scott will have charge 
of sales operations for both Sargent 
and Bernard tools and all of the firm’s 
stock hardware products. 


Cc. S. “Sig” Leonardson has been 
appointed Assistant to the President 
of Washington Veneer Corporation, 
effective December 1, 1950, it was 
announced by S. Rexford Black, vice- 
president of Georgia-Pacific Plywood 
& Lumber Co., of which Washington 
Veneer is the west coast operating 
subsidiary. In his new position with 
Washington Veneer Corporation, Mr. 
Leonardson will be acting as resident 
manager for the company’s two Ply- 
wood plants at Olympia and will as- 
sist President Victor Olson in activi- 
ties connected with other Georgia- 
Pacific Plywood plants, the Belling- 
ham Plywood Corporation at Belling- 
ham, Wash., and Springfield Plywood 
Corporation at Springfield, Ore. 


OBITUARIES 


JOSEPH M. JAKIEL died Decem- 
ber 1. He was the founder and presi- 
dent of J. M. Jakiel Lumber Co., Inc., 
Buffalo, N. Y. 


PHILIP ANDREW RYAN passed 
away at his home, 508 Howell Ave., 
Brooksville, Fla., November 17, after 
a long illness. Formerly one of the 
leading hardwood manufacturers of 
the south, Mr. Ryan retired from 
business in 1942. He started his 
career as a lumberman in Chicago in 
1909, as a member of the firm of 
Ryan-McParland Lumber Company 
and in 1911 moved to Memphis, Tenn. 
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where he organized and operated the 
Philip A. Ryan Lumber Company, 
manufacturing hardwood lumber. In 
1913 he became interested in the pos- 
sibilities of developing the hardwood 
industry in east Texas and built one 
of the largest and first of the hard- 
wood mills in east Texas at Onalaska, 
Tex., which he sold in 1916 to the 
West Lumber Company, moving his 
operations to Angelina County, Tex. 
where he built a large mill for the 
manufacture of hardwood lumber. He 
continued his manufacturing opera- 
tions at Lufkin, Tex. until 1927 at 
which time he sold his Lufkin mill 
to the Boynton Lumber Company, 
and moved to Memphis, Tenn. where 
he opened a sales office, wholesaling 
and buying the output of various 
mills in Alabama, Mississippi and 
Florida, and for several years pur- 
chased the entire output of mills at 
Coleman and Brooksville, Fla. In 1931 
he moved to Brooksville, Fla. in order 
to be nearer his Florida source of 
supply and built a mill at Brooks- 
ville, which he operated for several 
years. He also conducted a wholesale 
business, as well as yarding lumber 
for re-shipment. Mr. Ryan was a 
charter member and former president 
of the Southwestern Hardwood Manu- 
facturers Club, New Orleans, and 
during his lumber career, held various 
offices in the Memphis Lumbermen’s 
Club, Memphis, Tenn., Lumbermen’s 
Association, Chicago and _ various 
other lumber organizations. 


W. E. “GENE” RUTLEDGE, 60, 
Manager West Coast Department, 
Hilgard Division of Georgia-Pacific 
Plywood & Lumber Co., Chicago, III, 
passed away at Evanston Hospital, 
Evanston, Ill., December 2, after a 
lingering illness. Previous to joining 
forces with Hilgard Lumber Com- 
pany, in January, 1947, Mr. Rutledge 
was associated with Hammond Lum- 
ber Company for 38 years. He began 
his career in the Redwood lumber 
business at Eureka, Calif. and was 
transferred by the Hammond Lumber 
Company to Chicago in 1925 where 
he resided until 1932 and was then 
sent to New York to take charge of 
their office there. 


JOHN C. ARENDT, 48, a dealer 
salesman for Masonite Corporation 
with headquarters in Memphis, died 
at Little Rock, Ark., December 9, of 
a heart attack. He had been con- 
valescing from a skull fracture in- 
curred at Memphis late in Septem- 
ber. Mr. Arendt joined Masonite Cor- 
poration in 1935 as a dealer sales- 
man in Houston, Tex. He was trans- 
ferred 10 years ago to the Memphis 
territory, which includes western 
Tennessee, eastern Arkansas, and 
some parts of northern Mississippi. 


ALLEN J. WILDER, 82, retired 
Albion (Mich.) lumber , merchant, 
died December 6. Mr. Wilder was in 
the lumber business in Albion from 
1892, the year he graduated from Al- 
bion college, until 1941. He first 
joined the lumber business by going 
into partnership with his father “and 
an uncle, Edward P. Keep, of Tek- 
onsha, Mich., in the Keep and Wilder 
Lumber Co., after the three had pur- 
chased the Hathaway & Moore Lum- 
ber Co. Five years later Keep with- 
drew from the firm which became 
known as the S. A. Wilder & Son 


Lumber Co. After the death of his 
father in 1923, Mr. Wilder continued 
in business under the same firm name 
until 1941 when he sold to Louis R., 
Legg, Coldwater, Mich., who now op- 
erates the business under the name 
of the Citizens Lumber Co. Mr. 
Wilder also had been part owner of 
the Concord Lumber & Coal Co. with 
S. J. Hungerford. 


DEALER AWARD WINS ACCLAIM 
FOR UPSON 


(continued from page 33) 


BOARD MACHINE, which is as long 
as a city block, is one of the com- 
pany’s many huge pieces of equipment 
used to turn out laminated wood fibre 
panels. 


a justifiable complaint on Up- 
son.” 

From Florida: “. . . the 
writer has been selling Upson 
board now for going on 30 
years. When we started to sell 
Upson, it was because we ob- 
tained samples of all the 
boards then available and by 
various tests determined that 
Upson was the best of the lot.” 

Unswerving loyalty to the re- 
tail lumber dealers and jobbers 
who handle their product has 
been the basis of the success 
formula of The Upson Com- 
pany in its relationship with 
the people who handle their 
products. A simple question 
became the company slogan: 

“What Will It Do for the 
Dealer?” 

The Upson Company was 
founded in 1910 by C. A. and 
W. H. Upson, Jr., who be- 
lieved that a scientifically-en- 
gineered laminated wood fibre 
panel could find an_ indis- 
pensable place in the best res! 
dential and commercial build- 
ings. The firm’s conviction has 
proved itself in its increasing 
business volume. W. H. Upson, 
Jr., is now president of the 
company. 
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NATIONAL CLAY PIPE 
MANUFACTURERS, INC. 
703 Ninth and Hill Bidg., Los Angeles 15, Calif. 
1105 Huntington Bank Bidg., Columbus 15, O. 
100 N. LaSalle St., Rm. 2100, Chicago 2, Ill. 
206 Connally Bldg., Atlanta 3, Ga. 














Chase ‘em! Go after them directly — 
through mailings and personal calls. List the 


e- ‘ plumbers in your territory and make sure 
's : your salesmen are seeing them regularly. Use sales 
is 


letters to emphasize Clay Pipe’s low initial cost, ease 


3S of handling, and quick installation. Drive home the 


n- fact that Vitrified Clay Pipe protects every 
th ; plumber’s reputation by lasting forever. Sell the pipe 
ir a 


that never wears out. Then check your stocks, build 


yn up your inventory — and watch profits rise! 


When The Cusfomer Says: 


Ceiling! 


Your Best 
Answer Is: 


In every town and city, there are hundreds and 
thousands of ugly cracked ceilings. And home 
owners don’t know what to do about them. 

Experienced top flight lumber dealers every- 
where say the best answer is Upson Kuver-Krak 
Panels. Here is why: 

Kuver-Krak Panels are time-tested —proved on 
ceilings everywhere! 

Kuver-Krak Panels produce beautifully modern 


home-style ceilings! 

Kuver-Krak Panels are long-lasting—trouble- 
free! 

Kuver-Krak Panels are built for use with Upson 
Floating Fasteners which eliminate visible face 
nailing! 

Kuver-Krak Panels can be effectively decorated! 

Kuver-Krak Panels are widely advertised in 
leading consumer magazines! 


Make satisfied customers! Build business! Assure good prof- 


UPSON 


- THE UPSON COMPANY 


4413 Upson Point, Lockport, New York 
(J Send me Instruction Sheets for applying Kuver-Krak Panels. 


(0 Have your Representative call to give-me more information on the cracked 
ceiling market. 


PANELS ““ 


NAME OF FIRM 
STREET ADDRESS 


Easily identified by 
famous BLUE CITY 


center . @Ceoeeeeeeeeeeseeeeeeeeeeeeseseeeeseeeseeoeseeseneere?® 


its by recommending and selling Upson Kuver-Krak Panels. 
ForInstruction Sheets or moreinformation—mailthe coupon. Saaz 


SZ 


UPSON 


LAMINATED 


PT 











STATE 


eoeeereereeeee eee eee 
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GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


2nd T 
omens itend ts a “4 of Soornn 4 28 Mfrs. of WHI F PINE (PINUS 
that has been known for quali or 
over 35 years from Maine to Calif. _ . Genuine STROBUS) 


Second and Third grade Diamond Hard 
flooring is durable, economical—ideal Grade 
for the low cost housing market. 















Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 
Rough or Dressed 






Diamond Hard 


MAPLE FLOORING 


i ition ¢ k i . . . 
 o industrial i“, @ good delivery on several Special. White Pine Dry Short Shorts. 


Write, wire or phone us today for full information. C.Sel. & B. 4/4 to 8/4, 3”&wider x 16/71”. 
1, 2, 3, 4 Com. 4/4 to 8/4, 3“&wider x 13/71”. 


J. W. WELLS LUMBER CO. Sawmills — Braeside and Temagami, Ontario 


MENOMINEE, MICHIGAN 1842 Member N-A. W.L.A. 1951 


THE MEADOW RIVER | |ame@betasameodd 
LUMBER CO. 


Manufacturers of 


‘West Virginia Hardwoods 


Rainelle, W. Va. 
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@ No springs—Actuated 
by counterweights 


@ Easy to operate 

@ Safety treads on steps 

@ Insulated door panel 

@ Requires no attic space 

@ Shipped in one package 
Write for full information x 

PRECISION PARTS CORP. \; 


Nashville 7, Tennessee -¢ 

















BURNER with 
CONE GRATE 


* Burns 25% More 
* With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 


TANNEWITZ out: 


for Swing Saws 


S AV is S $30 to $50 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 




































































ORDER NOW OR SEND FOR TANKS and STACKS 
iia cat STRUCTURAL STEEL 
— FABRICATORS 
TANNEWITZ WORKS MERS. FLANGED & DISHED HEADS 
a GRAND RAPIDS We Stock 
MICHIGAN Straight & Bent Boiler Tubes 
Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
. Ww 
i 
ee ie 
Lao] 
. 7 
ex! 
a BS 
4 . ‘ >; ME... =< ta a 
te tat A SE 
a per for loading an ‘ |... Specialists in Oak Floor. ~ [= 
lo — 
unloading lumber. oon » ing. General wholesale ~~ 4 
é A — ‘ > 
: Often Pays for itself in one lumber shipment. Adjustable 7 a ar 
° to fit openings 5 to 6 ft. wide: double extension roller for _— Ot ( ~~ Contact us on your _ |? 
door 5 to 8 ft. wide. = — aceds. a J 
_ Can be furnished with wood or steel beam. “American” —. es 
: Logging Tools and Appliances best on the market. ns _= — 7 
: Write for catalog and information. : i BER GU 6 baal 
AMERICAN LOGGING TOOL Co. ee 
“ Evart, Mich. - a cTnner? = 
pee = = i ans eames. nieieeaene - 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 

Terms — Cash With Order 

Minimum Charge $2.00 
Rates: 
1 Time —10c per word for each insertion. 
inimum charge of 50c per line. 


3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 


6 Times — 8c per word for each insertion. 
inimum charge of 40c per line. 


26 Times — 7c per word for each insertion. 
inimum charge of 35c per line. 


For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 

hen answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 


139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 








MILLWORK ESTIMATOR 


Wanted by long established, but still growing 
concern located in North Eastern Indiana. 
Give full particulars of your experience as 
an estimator and other experiences such as 
selling, detailing and billing, etc., age, salary 
expected and how soon your services may 
be available. Address Box G-40, American 
Lumberman, Inc. 





Wanted 


Experienced detailer and biller of special 
millwork for every kind of building including 
schools, churches, office buildings, etc. When 
applying give full particulars of your experi- 
ence, your age, salary wanted, and how 
soon available. Address Box G-39, American 
Lumberman, Inc, 





SUPERINTENDENT 


For stock and detail millwork shop employ- 
ing 40 men. Must be all around man capable 
taking full charge, must read blue prints, and 
do own billing, also be a good expediter. 
This will develop into a top position for the 
right man, located in Rocky Mountain Region. 
Address Box H-25, American Lumberman, Inc. 





Wanted: Thoroughly experienced manager- 
exccutive. who can take complete charge of 
every phase of lumber and Building supply 
operation, including a general hardware de- 
partment. Investment possible but not neces- 
sary. Call cr write for appointment. Union 
Pier Lumber & Supply Co., Union Pier, Mich. 
Phone: Lakeside 2751. 


56 








HELP WANTED 








EXPERIENCED DETAILER AND BILLER 
Must be capable of taking job measurements, 
making detail drawings an piece billings for 
our Architectural Wood-working Plant. — 

FORT WAYNE BUILDERS’ SUPPLY CO. 

Fort Wayne, Indiana 





LUMBER YARD SUPERINTENDENT 

To take charge of busy retail lumber yard for 
a large Cincinnati. Ohio, building materials 
supply firm. Prefer one thoroughly familiar 
with lumber grades. Position calls for experi- 
ence in handling men, loading of trucks and 
supervising the unloading a rail shipping. 
Good opportunity for right man. Write fully 
giving age, experience, references. Address 
Box G-4l, American Lumberman, Inc. 





WANTED: A SALES REPRESENTATIVE 


A man with experience of successful selling 
of Eastern and Western Softwoods and Soft- 
wood Products to the larger industrial users 
in Western New York, is wanted by a New 
England Wholesaler with a good record of 
service to Industrials for over 50 years. 


ADDRESS: INDUSTRIAL SOFTWOODS 
c/o American Lumberman, Inc. 
139 North Clark Street 
Chicago 2, Illinois 





WANTED 

TWO COMPETENT HARDWOOD INSPECTORS 
Real positions for capable men. An oppor- 
tunity for thoroughly experienced hardwood 
inspectors capable of loading strictly in ac- 
cordance with NHLA rules. Large producer 
of hardwoods located in southeastern U.S.A. 
Excessive drinkers not welcome. Detailed his- 
tory of experience together with references 
in first letter will be appreciated. All let- 
ters will be treated confidentially—our em- 
ployees know about this ad. Address 
Box H-36, American Lumberman, Inc. 





Well known retail lumber, building products 
and fuel dealer in Wisconsin. with sales of 
over million dollars a year, offers exceptional 
opportunity to right man, 35-45 years old 
qualified to b istant to owner and 
take over management of business as soon 





as able, relieving owner of arduous respon-~ 


sibilities. Duties would involve supervision 
of buying, sales and general business opera- 
tions including home building department. 
Requires executive ability, experience, knowl- 
edge of business and judgment. Salary com- 
mensurate with ability to assume _ responsi- 
bility. Must come well recommended. Give 
full information first letter. Address Box H-39, 
American Lumberman, Inc. 





MILLWORK 


We have an opening for a fully experienced 
millwork man, trained in stock millwork, 
capable of estimatina and detailing odd mill- 
work. Excellent position and future for the 
riaht man. Prefer age 30-45 years. Give all de- 
tails in first application. Whelan Lumber Co., 
Inc., Topeka, Kansas. 


SITUATIONS WANTED 











Sales or managerial position with wholesale 
or retail building material company. Seven- 
teen years experience in all phases of man- 
agement. Also industrial and home buildina, 
reaistered architect—37 years of age, married. 
Address Box H-37, American Lumberman, Inc. 





28 years’ experience handling correspondence, 
bookkeepina., divers office details and man- 
aging. Middle aged. Married. Reterences. 
Available now. Address Box H-38, American 
Lumberman, Inc. 





Young married man with retail yard selling 
experience desires to represent manufacturer 
or wholesaler in buildina material line in 
Central and Southern Wisconsin. Address 
Box H-41, American Lumberman, Inc. 
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SALES REPRESENTATION 
AVAILABLE 





——— 


Interested Wholesale lumber connection—ex. 
clusive basis. Portions Ohio, Michigan, Indj. 
ana. 1950 sales half million. 25 years lumber 
experience. Salary and commission. Address 
Box H-3l, American Lumberman, Inc. 


TIMBER & TIMBERLAND 
WANTED 

















Tract of pine timber preferably Ponderosa, 
in New Mexico. Colorado or Wyoming. Would 
consider mill with timber. Address Box H-40, 
American Lumberman, Inc. 


USED MACHINERY WANTED 














Wanted: Gang Rip Saw with minimum of 12” 
Mandrel and 40 Horse Power Motor. also 
multiple cut-off saw minimum width 16 feet, 
not necessarily late model equipment. 
Paul L. Saubermann 
’ ox 
Mentor, Ohio 
Phone: Willoughby 2-1501 


LUMBER & DIMENSION | 
WANTED 











Wanted—Hardwood cutoffs 7/’°—1"’—l!/,""— 
11/4,’,—30 to 42’’ long x minimum 5” wide. Ad- 
dress Box H-32, American Lumberman, Inc. 


BUSINESS WANTED 














Wanted to Buy 
Retail Lumber Yard and Building Supplies 
with sales volume around $100,000. Prefer 
East Texas, Iowa or Ohio. Have cash to in- 
vest and can furnish excellent references. 
V. L. Lawrence, Vinton, Iowa. 








i 

WANTED TU ~~, 
Retail Lumber Yard and Building =lies 
with good sales volume. Have cash fo in- 
vest. Can give excellent bank trade and 
character references. Give full particulars 
which will be held strictly confidential. 
Write P, O. Box 1138, Dania, Florida. 


WANTED TO BUY— 
MISCELLANEOUS 





—_ 








RAILS WANTED 
Any weight—Any tonnage 
YER C 


W. H. D « INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 


BUSINESS OPPORTUNITIES — 


— 
— 


FRANCHISES OPEN—NO COST 
ALL ALUMINUM ARISTOCRAT STORM SASH 


—525 fabricators in 48 states represent Vulcan 
Metal Products with attractive profits from 
local fabrication. We manufacture, furnish 
direct representation to set up production. 


sales and training. This is your opportunity. 
VULCAN METAL PRODUCTS COMPANY 
5015 19th Avenue, North 
Birmingham, Alabama 


MISCELLANEOUS—FOR SALE 


Advertising Yardsticks f 
Basswood and Hardwood. Reasonable prices: 
prompt delivery. F. M. Mosedale Co., St. 
Charles, Ill. 





























CARPENTERS APRONS _ 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO.., Inc. 
Minneapolis, Minn. 


CARDS OF REAL WOOD 
Business, Christmas. Announcements. 
CARDS OF WOOD, Manlius 9, New York 
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BOOKS FOR SALE 





—— 
—_—_—__ 





LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will 
help the student and operator to gain a bet- 
ter understanding of logging methods em- 
ployed. Price $5.00. 


THE LUMBERMEN’S ACTUARY. By John W. 
Barry. The latest edition has 504 pages and 
shows at a glance the value of any number 
of feet between 2 feet and 29,000 feet at any 
price between $6 and $150 a thousand. It 
also shows the board feet in any number of 
pieces from 1 to 2,000 pieces of any thickness, 
and for any width from 2 to 24 inches. It 
contains tables for figuring the cost of any 
number of thousands of lath or shingles from 
$4 *) $15.75 a thousand, and for figuring 
moldings, lumber bills, car freights, car in- 
voices, yard inventories, odd sizes, wages, 
etc. In addition it has a table of measure- 
ments on wall board in 32 and 48-inch widths, 
a table showing the number of square feet 
in ceilings and walls of rooms of various 
sizes, tables for estimating the quantities of 
various items of lumber, shingles, etc., re- 
quired to cover given surfaces, a table of 
areas of openings, weights of lumber, etc. 
Tables of nails, kinds and quantities required 
for various work, and other tables of informa- 
tion are included. Price $10.00. 


BUYER AND SELLER. By Baughmen. 19th 
edition. Lumber tables showing 14,000 differ- 
ent sizes and lengths, and the number of feet 
in any number of pieces at a glance. Useful 
tables for reducing feet to inches, vice versa. 
Log scales, weights and measures, odd sizes, 
odd lengths, number of lath and the ingredi- 
ents for plaster and mortar—just a few of the 
ry things to know. Desk Edition. Price 


BUYER AND SELLER LUMBER CALCULA- 
TOR. By H. R. A. Baughman. Sixth pocket 
edition. Lumber tables show all sizes and 
lengths in general use, and the number of 
feet in any number of pieces can be deter- 
mined at a glance—same tables can be used 
for addition, multiplication and division; also 
for computing dollars and cents by use of the 
decimal point. Also diagram and rules for 
cutting rafters, rules for finding the number 
of shingles and number of feet of flooring 
and siding for any size building, other help- 
ful hints. Price $2.50. 


EXPERT LUMBER PRICER. By E. M. Hiatt. 

page for each price per thousand, in steps 
of $l from $25 to $150, and steps of $5 from 
$150 to $200. Along the left side of each page 
are listed by thickness and width the differ- 
ent items carried in the ordinary retail yard, 
and along the top margin are the various 
lengths. Turn to the price and find where the 
item and length lines cross, then find price 
Per piece. Price $6.00. 


HANDY LUMBER CALCULATOR. A useful 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents. 


LIGHTNING VENEER CALCULATOR. By 
ermeulen. Aid to veneer manufacturers and 
users of veneers for an accurate, handy and 
simple calculator. Tables cover all dimen- 
ane from 1/16 inch to 48 inches wide and 
tom | inch to 144 inches long. Price $5.00. 


LUMBER CALCULATOR. By W. H. Solomon. 
help for ascertaining accurately and quick- 
Y the number of feet board measure in dif- 
erent sizes of lumber, especially where frac- 


tional parts of an i i 
Price SP-00. nm inch are to be figured. 


LUMBERMAN’S AMBIDEXTER. Revised Edi- 
jeu lhe most widely used calculator in the 
industry. Easily used with thumb index. All 


Pree f3.00" be relied on as being correct. 


WOCD WORKERS MANUAL. B 
. By H. G. Con- 
rad. book designed to quickly find more 


= Ssc"ing price of mouldings and interior 
oe | rniture, and everything manufactured 
+ ‘umber or other material where lineal 
oe Guzre measure will apply. Shows price 
i tre foot from 14 inch width to 10 


iepending on price per thousand 
Square foet. Price $5.00. . 


AMERICAN LUMBERMAN, INC. 
° N. Clark St., Chicago 2, Ill. 
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LUMBER & DIMENSION 
FOR SALE 








_ Fir K. D. Industrial Clears, all 
sizes from our plant. Your inquiries 
answered promptly. 


Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EG 049 





FOR SALE 
We have for sale a quantity of 2-inch used 
fir planks, suitable for bracing or shoring. 
KLATZKY BROTHERS, INC., CALUMET, MICH. 





Plywood Of#f-Cuts, Ext. Fir, 100M pes. 7/16; 
20M /2""; 20M 3,""; 3°’x14"’ and larger. Bundled 
by size. Priced at 3c per lb. F.O.B. here. 


-Our trucks will haul at nominal charge. 


ELCO LUMBER, Beckley, W. Va. 





PROMPT SHIPMENT 








Building Paper (36’°-500 sq. ft.) 
King Nail Bags—(larger opening) 
Twine (for tying lumber) 
Siding Corners (aluminum or Gal.) 
Aluminum Nails (in boxes or bulk) 
Iron Hangers (for wood joists) 
Cross Bridging 


HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, Ill. 








USED MACHINERY FOR SALE 





Hardwood (oak) Stacking Sticks. 

1 car 1 x.1 x 8 at Sige ea. F.O.B. cars. 

2 cars 1 x 1 x 6’ at 4c ea. F.O.B. cars. 

4 cars 1 x 1 x 4’ at 3ine ea. F.O.B. cars. 
Bundled with -steel strapping for easy han- 


dling. 
STORM KING CORPORATION 
MIAMISBURG, OHIO 





LUMBER FOR SALE 
White Pine 
Red Pine 
Western White Spruce 
Eastern Spruce 


Hemlock 
MILL VALLEY LUMBER COMPANY, LTD. 
PHONE 80 
OSHAWA — ONTARIO 





DOORS—Bargain—Make Offer 
25—2/8x6/8x13}"" “A’’ WP glazed No. 594. 
75—2/0x6/8x13,"" “b’ & “c'’ F82. 
35—3/0x6/8x134'" No. 607 and No. 2005 Fir. 
With W/P raised panels unglazed. 

ELCO LUMBER, Beckley. W. Va. 


"NEW MACHINERY FOR SALE 


NEW. AUTOMATIC PARQUET FLOORING MA- 
CHINE, immediate delivery: brand new, com- 
— automatic. Capacity 2400 pieces per 
our. Two 3-horse power motors and three 
l-horse power motors. Priced for quick sale. 
Write, wire or phone: Fleischmann Corpora- 
tion, Tower Building, Baltimore 2, Md. 


BUSINESSES FOR SALE 


FOR SALE: Lumber, coal and material yard 
in fast growing South Side Chicago suburb. 
Reasonable price—$20,000 will handle—bal- 
ance terms. Selling account health. Address 
Box H-33, American Lumberman, Inc. 
































Retail Lumber Yard with small Home Pre- , 


fabricating Plant in connection, will sell stock 
and give long term lease on building and 
equipment. Illness. W. C. Chalberg Com- 
pany. Grand Rapids, Minnesota. 


SOU. CALIFORNIA LUMBER YARDS FOR 
SALE. Advise size of investment you wish 
to make. Twohy Lumber Co., (Brokers) 714 
W. Olympic Blvd., Los Angeles 15 


FOR SALE: Retail Building Material and Pine 
Yard at Akron, Indiana. Completely stocked 
and equipped. Well rated-going business. 
Profitable. Administrator’s Sale on account of 
owner's death. Address: Administrators, 
AKRON LUMBER CO., AKRON, INDIANA. 











For Sale: Buildin Suoety Yard doing a won- 
derful business. Ses ave risen every year 
and have exceeded half a million dollars per 
year last two years. Fireproof warehouses 
and beautiful equipment. Owners have other 
interest requiring large capital outlay. This 
is an unusual opportunity to acquire a high 
volume outlet at a very reasonable price. 
Very favorable terms to reliable parties. Ad- 
dress Box A-53. American Lumberman. Inc. 





Lumber and Builders’ Supply Yard in small 
town in North Central Indiana doing $125.000 
annual volume in radius of twenty miles. 
Centrally located between three good cities 
averaging 20,000 population. Excellent farm- 
ing community. cellent buildings with 
around $40,000 inventory. Wish to terminate 
partnership of 27 years in same location. 
Address Box G-57, American Lumberman, Inc. 





DRY KILN TRUCKS, any length, with roller 
bearings. MIGHTY MIDGET CO., 1481 Park- 
way, Alliance, Ohio. 





For Sale: One Nekoosa Portable Wood Peel- 
er, practically new, located Tionesta, Pa., 
Price $3000.00. Inquire L. A. Wells, 1121 
Schofield Bldg.. Cleveland, Ohio. 





FOR SALE: 1 Corinth Sawmill with twin Chrys- 
ler Motors 129 H.P. rip saw, planer and edger. 
1 Ford Truck with 22 ft. trailer. 1 Ford 1949 
straight job, good tires on both. 1 Cater- 
pillar No. 20, 1 Mall Chain Saw. Located at 
Kenton, Ohio. Address Box H-35, American 
Lumberman, Inc. 





1—10” No. 133BM Woods Moulder Complete 
with Frequency Changer. 

1—No. 52 Allen-Curtis Charger. 

1—Roots Blower, 17 Cu. Ft. per Revolution. 
Capable of 6 lb. Pressure. 

1—Yates American Feed Table. 

3—Model ““B’ Clark Platform Lift Trucks, Gas 
Driven. : 

3—Model 12 Ross Carriers, on Solid Tires. 

1—No. 282 Yates Band Rip Saw. 42°’ Diameter 
Wheel using 4 or 5” Blades. Plain Bear- 
ings. Belt Driven. 

1—16’ Diameter Dust Collector. 

250 Ft. of 23” 18 Gauge Blow Pipe—Excellent 

Condition. 

500 Ft. 11” High Pressure Blower Pipe—Good 

Condition. 

CROSBY FOREST PRODUCTS CO. 
Picayune, Mississippi 





For Sale—1 Garland Band Mill, R.H. 8’ Babbitt 
Bearings, in good condition—wheels recently 
re-ground, 00.00 f.0.b. cars. Roddis Lum- 
ber and Veneer Co. of Canada Ltd., P. O. 
Box 368, Ontario, Canada. 





UNIFLOW ENGINES AND GENERATORS 
400 KW. used General Electric generator, 220 
volt, 3 phase, 60 cycle, direct connected to 
600 HP. Nordberg High Efficiency Uniflow 
engine. 


200 KW. used General Electric generator, 220 
volt, 3 phase, 60 cycle, direct connected to 
300 HP. Nordberg High Efficiency Uniflow 
engine. 


Now installed complete with switch gears, 
exciters, etc. 


100 KW. used Westinghouse generator, 240 
volt, 2 phase, 60 cycle, direct connected to 
Ames vertical Uniflow engine, three cylinder, 
400 Rpm. 


All equipment can be operated for inspection. 
IMMEDIATE DELIVERY. 


DENNY & CLARK 
1923 W. North Avenue Chicago 22, Illinois 





TRACTORS, WINCHES, 

POWER UNITS & DOZERS 
Caterpillar D4 with dozer, wide gauge. .$2950 
Caterpillar ‘‘30°’ with winch............ 1350 
International TD 35, full Diesel, wide _— 


ee ge eee ee aye re 
International TD 18 with hydraulic con- 


Ee SS aaa eee 4750 
Austin-Western Model ‘99°’ Patrol Grader 3950 
Power Units and Tractors as low as..... 500 


O. C. Evans, Mt. Sterling. Ky. 
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COEEESE LES tHe Lowest pricen 


PLANER 
THAT’S REALLY PRACTICAL 


For the small shop, mill or lumber yard that desires to keep equip- 
ment costs to the lowest practical minimum, the BUSS No. 208 is 
the perfect answer! It will handle everything within its 20x 8" 
capacity with speed and accuracy. It has a heavy cast iron base, 
sectional infeed-roll, sectional 
chipbreaker, 4 driven rolls, built-in 
knife grinding-jointing attachment, 
fully enclosed motors and many 
other desirable features. Available 
in various feed rates, Write for 
details. 




















The BUSS line 


contains the ideal 
planer for every pro- 
duction set-up — 
single and double 
cabinet surfacers in 
various capacities and 
the No. 55 Double 
surface Roughing 
Planer. Bulletins on 
request. 


PLANER 
SPECIALISTS 


BUSS 


MACHINE WORKS 
238 EIGHTH ST., 


















HOLLAND, 


OZARK 


1927 =-== BRAND -- /950 
OAK FLOORING 








Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 





THE OZARK OAK FLOORING CO. 
BISMARCK, 


MISSOURI 
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Place Your Order Now! 


RENO-KUKACHKA 
WOOD IDENTIFICATION CHART 


@ For the first time a simple and easy to understand 
24-page Wood Identification chart is available for 
both the expert and beginner. 
authored by John Reno, nationally known lumber- 
man and B. Francis Kukachka, wood technologist of 
the Forest Products Laboratory and probably the 
nation’s foremost authority on wood identification. 


@ The Reno-Kukachka chart on commercial hardwoods 
places similar woods and their features side by side 
and plainly points out differences which separate one 
from another. This chart puts all pertinent informa- 
tion right in front of you in an easy to understand 
and simple form — makes visual wood identification 
accurate and easy with just the naked eye and a hand 
lens. It covers 28 most important commercial hard- 
woods — makes it easy to separate red and white 
oak; birch, beech, and maple; red gum and mahog: 
any; cottonwood, buckeye, and black gum; only to 


mention a few. 


@ A simple, workable, one-source reference for only 
$1.00. Copies will be mailed approximately October 


Ist. Send your order to: 


Vance Publishing Corporation 
139 N. Clark St., Chicago 2, Illinois 


The chart is co- 
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~ Now i the time 
to INSTALL SCREENS! 
>, Let inthe fresh air... 
SS 


wes chase Keep out flies and insects 


with screens in place! 








/ YOUR TRADE fully appreciates the urgency for installing 
} screens on door and window openings immediately — now 
) that the fly menace has returned. 


For the sake of sanitation and health you can depend upon 
adequate screening to end the intrusion of flies. Enjoy 
pleasant sleeping and dining in cool comfort with open 
} doors and windows all summer. 


SCREEN HARDWARE 


} is most essential to assure tight-fitting screens that hold 
) snugly in place—free from rattle. Spring hinges and door : 
} latches that operate with faultless precision are other 


} distinguishing features of the National designs here 
} illustrated. 














} Your trade will be interested in these complete Screen 
) and Storm Door sets which include all the hardware 
) required for a first-class installation. Attractive, pro- 
} tective finishes greatly increase the serviceability of 
§ all National Screen Hardware. 














Screen and Storm Door Sets 





MANUFACTURING COMPANY : Sterling, Illinois 








si CONNOR BOARD ~~ 9% 


" } 
=a * . % f 


Cuts Labor Costs Up to 30% / 


10 Outstanding Features 


1. Competitively Priced to Sell 

2. Costs Less to Apply 

3. Each Board Covers 16 sq. ft. 

4. Economical ... no lap loss 

5. Stronger, Stiffer, Tougher 

6. Superior Resistance to Racking 

7. Kiln Dried ...no warping, no buckling 
8. Nail Holding Power of Wood 

9. Heavy Kraft Paper Covered 

10. Packaged for Easy Handling 


UNDERLAY for Carpet and Linoleum or Sub-Floors 


CONNOR BOARD combines the strength advantages of plywood. 
It is precision manufactured of kiln dried lumber and glue-bonded. 
It has superior nail holding power of wood. Each board covers 
16 sq. ft. in area—making it faster to lay and up to 30% cheaper 
to apply than lumber. CONNOR BOARD is sturdier, stiffer, 
better for underlay and sub-floors. Investigate the new money 


making potential of CONNOR BOARD. 


CONNOR BOARD eliminates the 


need and expense of applying build- Easier to Warehouse es Easier to Sell! 


ing paper. 
CONNOR BOARD is an easy to sell repeat profit volume item. 
It is conveniently packaged for easy handling and warehousing. 


Don't delay! Write today for Literature and Prices. 


CONNOR BOARD in packages means 
your handling and warehousing costs 
go down. 


See us Northwestern Lumbermen's 
Convention, Minneapolis, Jan. 16-17. 











